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Profi LALO Popular 


NEW NATIONAL LOCK 
A80 BRASS ASSORTMENT and 


DISPLAY BOARD 


ROCKFORD ILLINOCIS 


Inf BRASS HARDWARE 
4 


NATIONAL LOCK COMPANY 


ba 
* Sells Easily q ili ap 


* Requires Low 
Investment 





* Moves Easily 





* Meets Popular 
Demand 








* Utilizes 
Minimum 
Counter Space 


SOLD ONLY 
THROUGH bg 
JOBBERS - oe ARO 


Here's an eye-catching display of National Lock brass hardware, carefully 


selected for ease of selling and popularity. Including a handsome natural Distinelive ; 
birch finished display board, the assortment offers such “in demand” 
items as narrow butts, broad butts, mending plates, angle irons, hasps, Hardware... 
butterfly hinges, label holders and more. All are also available on open ALL A 
stock orders. Requiring only a nominal investment, the A80O assortment with 
display board utilizes a minimum of counter space to best advantage. FROM ] SOURCE 

Ask your jobber today about this attractive National Lock profit maker. : 


NATIONAL LOCK COMPANY | 


ROCKFORD, ILLINOIS * MERCHANT SALES DIVISION ‘ 
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PECIFYING ona “‘take-it-for-granted”’ 
basis, some architects and builders, 
with their own hands, sow the seeds of 
destruction inside the walls of buildings 
they are so proud of. 


A sturdy, frame house in Pennsylvania, 
for example, had to be moved. But it was 
found that the sills had rotted away. 
Ordinary insulation inside the walls, 
with asphalt rather than metallic vapor 
barriers, had promoted destructive con- 
densation, causing rot and decay. 


A large brick and steel apartment de- 
velopment in the suburbs; a huge housing 
project in a big city; each caused great 
expense to its sponsors when ordinary 
insulation inside walls produced con- 
densation, causing peeling paint and 
crumbling plaster. 


Protection of buildings as well as 
reputations is ensured by the use of 


THERMAL FACTORS, TYPE 6 INFRA 


Up-Heat -C€.089, R11.23 equals 4°5 DRY Rockwool } 525 Bway, N. Y. C. Dept. (U-12) 
Wall-Heat €.073, R13.69 equals 55/s” DRY Rockwool | Please send FREE “Simplified Physics of 
Down Heat €.044, R22.72 equals 9 DRY Rockwool | Vapor and Thermal Insulation.” 
, | Name 
INFRA INSULATION, Inc., 525 Broadway, New York Firm 
Address 
| C Send Prices Infra Insulations [] Sample 





Jobin Doe Co, j 


AROMITEOTs 









Roofing, Siding & 
Insulation. 





This advertisement has 
appeared in Architectural 
Record; Progressive 
Architecture; Architectural 
25 Products; American Builder; 
ra Practical Builder; Heating 
& Ventilating; Heating, 
Piping & Air-Conditioning; 








Is Destructive Condensation Jeopardizing Your Reputation ? 


non-condensation-forming, zero perme- 
ability, waterproof multiple accordion 
aluminum sheets, which are an excep- 
tional barrier to heat flow. 


Pre-fabricated forms of multiple accor- 
dion aluminum sheets are now available 
which automatically create four or six 
reflective air spaces. 


The air spaces eliminate nearly all heat 
flow by CONDUCTION. The aluminum sur- 
faces throw back 95% to 97% of heat flow 
by RADIATION. CONVECTION is blocked. 


Further information may be found in 
standard reference manuals or in ‘‘Sim- 
plified Physics of Vapor and Thermal 
Insulation” by Alexander Schwartz. 
Copies may be obtained free by mailing 
the coupon below. 


The commercial form of pre-fabricated 
multiple accordion aluminum insulation 
is Infra Type 6, 4, and 4 Jr. 


1 INFRA INSULATION, INC. 
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E siness Background Talk: Much 


com ient and some argument over 
the «ind of performance the na- 
tion ' markets are going to put on; 
say during the next couple of 


yea: 5. 
T = present stir-up seems to 
hav. been started by a statement 


mac by Elliott V. Bell, of Business 
Wee , in a speech to members of 
the iconomic Club of New York; 
that “the new Republican Admin- 
istr: ion will probably have to deal 
with a major business setback be- 
fore its lease on the White House 
expires.” 


Nv thing especially startling 
abou’ this guess, for something of 
the sort has been drifting around 


for some time. In fact no earlier 
possible or probable recession has 
ever had so much advance pub- 


licit). A good many business men 


think the advertising may scare it 
awa\; or at worst that if there is 
a readjustment in the cards it’ll 
prove to be gradual and manage- 
able 


But a few items mentioned by 


Mr. Bell had better be pasted up 
on the bulletin board. For example, 
prof. margins are not so wide now 


as ‘1ey were some months ago; 
hous -s are getting built faster than 
you: z folks are getting married; 
hew motor cars and new houses 
don sell themselves readily, as 
the: did formerly; business capital 
exp ision seems to have reached 
its p point. And so on. 


Sav 


E . savings still increase. 
Sav 


ys still increasing 


The 
=s banks of New York State 


rep an added biillon dollars in 
dep: sits, during the twelve month 
peri 1 ending last November first. 
We’ » been told that farmers have 
cas! 


savings of more than twenty 
i. dollars; also that the U. S. 
ury has done no deficit financ- 
rr a period of more than five 


billi 
Tre: 
ing 
year... 
T! se various items, some good 
and -ome not so good, are impor- 


tani to us because they have a 
bea: ng upon the tax, labor, and 
bub’: works legislation of the 83d 
Cons ress. 


Ii the Eisenhower experts decide 
that some sort of recession is in- 


-_ 
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evitable, they might decide the 
smart thing to do is to get it over 
with; in which case they’d possibly 
put the economy through the de- 
flation wringer, next year. They’d 
probably go easy on the business 
of screwing down the top roller; 
but they might — just possibly 
might — want to wring a little 


New labor and tax legislation 


Add the fact that the consumer 
credit account is expected to reach 
$23 billions by next New Year’s, 
and you can understand even bet- 
ter the Federal Reserve sufferings. 
So the Governors are said to be 
considering some tighter regula- 
tions; notably a higher rediscount 
rate for banks. 

Labor legislation is likely to get 
the call pretty early in the next 
session of Congress; again in the 
hope that any collateral unpleas- 
antness may be forgotten before 
election time. It seems that the 
unions are being consulted in ad- 
vance; so it’s anybody’s guess how 
elaborate or afflictive the treatment 
is to be. 

Tax legislation isn’t likely to be 
speeded. The House Ways and 
Means Committee is said to have 
a couple of plans in mind. One has 
to do with the 30% excess profits 


2ssion Seen During New Republican Administration 


water out of the national spinach 
well before the elections of ’54 and 
56. 

If the economy were well over 
its dropsical state and feeling 
brisked up before the next Presi- 
dential election, the Administra- 
tion’s political medicine men would 
count themselves a success. 


tax and with the 10% average per- 
sonal income tax increase; both of 
which will be allowed to expire on 
their built-in termination dates. A 
collateral item is that most Fed- 
eral public works will be deferred. 


Revised tax program 


The second plan is for a slow, 
careful, exact overhaul of the en- 
tire tax-law pattern; with the hard 
eye given to certain kinds of in- 
come not now taxed; also to the 
problem of double taxation; and 
so on, around the big circle. The 
Committee talks of getting this 
complicated overhaul fixed up by 
some time in ’54. . . Incidentally, 
the probable lapse of the excess- 
profits tax is said to be firming up 
the stocks and bond prices of cer- 
tain companies that have been get- 
ting bopped pretty hard by this 
special revenue snatch. 


Predicts easing of mortgage market 


The noted housing economist, 
Miles L. Colean, usually known 
around here as Mike, assured Di- 
rectors of the NRLDA at the re- 
cent meeting that an easing of the 
present tightness of mortgage 
funds may be expected in the sec- 
ond quarter, next year. General 
interest rates are not likely to rise 
and in fact may recede a little, 
later in the year. This doesn’t 
apply to the 4% mortgages, guar- 
anteed by the Veterans Adminis- 
tration. 

Mike thinks this rate will be 
raised by a quarter or half per- 
cent: which should restore these 
loans to their former favored posi- 
tion. But the home mortgage sys- 
tem still carries defects. It’s too 


easily upset by changes in the gen- 
eral credit situation; and mortgage 
funds at best are not evenly dis- 
tributed through the country. 


Asks private funds 


Henry J. Munnerlyn, newly- 
elected president of the NRLDA, 
has been urging that private mort- 
gage institutions be set up to pro- 
vide a suitable secondary mortgage 
market in all parts of the country 
for the benefit of home builders 
and mortgagees. “Private enter- 
prise,” he added, ‘“‘should not have 
to depend on Congressional action 
to meet this need and can not 
afford to rely solely on uncertain 
political action in so vital a matter.” 
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New Bruce oak floor 
for use over concrete 


LAMINATED 3-PLY OAK GIVES MAXIMUM 
STABILITY AND MOISTURE RESISTANCE 





Now all homes built on concrete slab can 
have beautiful hardwood floors 


Bruce has developed this new Laminated Oak 
Block for easy, trouble-free installation over con- 
crete. Three plies of oak, laminated under heat 
and pressure with moisture-resistant glue, 
minimize warping and dimensional changes. 
Blocks remain flat and square, and can be used 


over radiant heat. 
Easily Installed—Factory Finished 


In laying, the blocks are bonded to the concrete 
slab with a time-proven adhesive (Everbond 
Mastic ). Interlocking tongues and grooves make 
it easy to fit blocks into floor pattern and keep in 
alignment. No membrane-waterproofing is re- 
quired except where hydrostatic pressure may 
exist. No expansion spaces or joints needed. 

The famous Bruce “Scratch Test” Finish is 
used on Laminated Oak Blocks to insure com- 
plete satisfaction of owners. It also eliminates 
sanding and finishing on the job. 

Mail coupon below for literature and complete 


data on new Bruce Laminated Oak Blocks. 





GRADE AND SIZE 


One grade only—all faces practically clear. 
4 in. thick—9 in. square. 
Packed in cartons for protection and convenience. 


ee ee ee 





MAIL FOR LITERATURE 


E. L. BRUCE CO., BOX 397, 
MEMPHIS 1, TENN. 





Send complete data on Bruce Laminated Oak 
Blocks to: 


Oak Blocks 


With the famous Bruce ‘‘Scratch Test’’ Finish 





Name 


Address 
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‘jontrols eased Jan. 1. Bowing to industry’s wishes, the National Pro- 
on Authority will relax at that time its restrictions on the use of 
e materials in commercial, entertainment and apartment house proj- 
The NPA had previously set May 1 as the target date for such action. 


Higher quotas. Effective with the start of the new year, builders will 
lowed substantially increased quotas of steel and copper. For the 
time under present controls, they will be permitted to write their 
priority tickets for specified amounts of these metals. Similar changes 
iminum use will be postponed owing to shortages of the metal result- 
rom dry weather in the northwest. 


Retail sales higher. Retail sales last month ran about 5% higher for 
v high. Increases were spread through every industry with automo- 
sales leading with a 14% rise. 


Tighter VA inspections. The Veterans Administration has moved to 


en inspection regulations on homes built for a VA loan guaranty. 
lers were reminded that beginning December 9 all housing must be 
‘ct to FHA or VA compliance inspections to be eligible for a VA 
iisal and loan guaranty. If not inspected during construction, it 
1ot be eligibl- for VA appraisal until one year after completion. This 
order is the result of an amendment passed during the last session 
ngress. 


inspection schedule. If a house is inspected during construction, it is 
ced at three different stages—the footings, framing, and when com- 
d. This type of inspection is required for FHA mortgage insurance. 


CIO urges more housing. The CIO has again urged expansion of the 
ing industry to produce two million homes a year to meet population 
s; and replace existing housing. They estimate 850,000 homes are 
red annually to provide for population increases, 750,000 new homes 
place slums and 400,000 units to replace obsolete, non-slum housing. 
CIO urged congress to enact a program permitting long-term interest 
; to families of moderate income. They strongly criticized the defense 
ing program, flatly stating that “it has not succeeded.” 


Hail “Do it yourself.” Consumer applied products will become an 
more important factor in merchandising next year. Congoleum- 
n says retailing of floor covering will feature self-installation products 
pointed out that with the rise in labor costs 75% of all wallpaper 
10% of all paint is put on by users. American Lumberman in October 
unced a dealer promotion kit for this growing type of business. 


\ll-wood truck body. Members attending the recent annual meeting 
ie National Lumber Manufacturers at Washington, were shown a new 
ood truck body intended for military use. An outstanding feature 
e new truck body is its exceptional strength, achieved by gluing and 
ng much of the wood involved. Thin strips of black gum are glued 
yers and then bent to form U-shaped framing members. The new 
is adaptable to civilian trucks and can be mass produced by most 
‘working plants. 


Better in 1953. New construction expenditures in 1953 will climb 


: billion above this year’s record high according to the Commerce and 
‘or departments. Increased activity in both private and public build- 


hey predicted, will bring about the gain over the $32.3 billion volume 
ited for 1952. 


Public housing projects. It’s expected that the Republican-controlled 
<ress may curtail or drop the entire project. Congress, in 1949 author- 
810,000 units to be built over a six year period, to date only 151,000 

been built or started. Underwriting firms would lose millions on 


ing local bonds and private builders also would feel the pinch. 
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October Starts 
Above Last Year 


Housing starts totaled 101,000 
during October, an increase of 
3,000 over September and 11,000 
over October a year ago, according 
to preliminary estimates of the 
U. S. Labor Department’s Bureau 
of Labor Statistics. The September- 
October increase was almost en- 
tirely in private housing, which 
totaled an even 100,000 units in 
October. 

Early reports for the month in- 
dicate that in almost all regions of 
the country new dwelling units 
were being started in numbers 
equal to or above last month’s 
volume. Increased activity was spe- 
cially marked in larger cities—the 
group with a population of 250,000 
or more. 

So far this year, 966,400 new 
permanent nonfarm dwelling units 
were put under construction, 10,400 
units above volume for the first 10 
months of 1951, but about a quar- 
ter of a million under the level for 
the same period in the peak year 
1950. Private housing in 1952 was 
29,100 units above last year’s mark 
while public housing was lagging 
by 18,700 units when the first 10 


Prepare Platform 
For Inauguration 


Carpenters have been busy in 
front of the Capitol for more than 
a month, building grandstands for 
the 1953 inauguration. The super- 
structure will be completed about 
January 1, but the seats will not 
be finally constructed until just a 
few days before the ceremony. 

More than a half-million board 
feet of Southern Pine is being used. 
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Quick Shipment 


in DOUGLAS FIR 





High speed equipment gives 
smooth manufacture. Our crew 
works with our management to 
give you extra fast service. 





Fast shipment for the exact 
lengths and widths you need in 
standard green Douglas Fir. No 
“cats and dogs” leftover to run 
away with your profit. Air-King’s 
quick service cuts your inventory 
— increases your turnover and 
your profit. 


SPECIFIED 
LENGTHS 


GRADE 
STAMPED 





Shipped fast and on 
time! Let us demon- 
strate. 





Tigard, Oregon 

















at Mitten 
GRANDSTANDS for Eisenhower's inauguration will require more than 50,000 
board feet of Southern Pine. Construction began in October and the project will 


be completed just a few days before the ceremony January 20. 


All of it follows the standards of 
Southern Pine Inspection Bureau. 


In addition to outlining moisture 
content limitation, specifications 
stated, ‘‘All lumber shall be suffi- 
ciently air or kiln-dried to insure 
stability and freedom from warp- 
ing during its use in the stands.” 

Political pundits can predict 
whatever they please, but lumber- 
men know that the new president 
will be off to a good start when he 
takes office. After all, he begins 
with a strong wood platform. 


NRLDA Fall 
Board Meeting 


The nation’s retail lumber and 
building materials dealers feel con- 
fident that they are making steady 
progress toward ultimate solution 
of their “marketing and distribu- 
tion problems,” judging by opinions 
expressed at the November meet- 
ing of the Board of Directors of the 
National Retail Lumber Dealers 
Association. 

Other important developments at 
the meeting were the election of 
new Officers, the decision to expand 
the industry’s educational activi- 
ties, and approval in principle of 
the grade marking of lumber and 
descriptive grade names for lumber. 

Henry J. Munnerlyn, Bennetts- 
ville, S. C., was elected president 
of NRLDA, succeeding Clyde A. 


. 
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Fulton, Charlotte, Mich., and Wat- FF 
son Malone III, Philadelphia, was 


named vice president. Fred R. Stair, 


Knoxville, Tenn., treasurer; H. R. f 
Northup, executive vice president, F 
and Edward H. Libbey, secretary, F 

ig 


were reelected by the board. 


W. C. Bell, Chairman of the edu- 
cational committee, reported that FF 


dealers everywhere are _ showing 
great interest in management con- 
ferences and said that valuable 
experience has been gained in con- 
ferences and workshops held by 
the Northeastern, Middle Atlantic, 
Tennessee, Indiana and other as- 
sociations. 

A housing panel composec of 
Norman Mason, past president, 
Walter J. Howard, secretary-ran- 
ager, Montana Retail Lumberr ens 
Association and Findley M. ‘or- 
rence, secretary, Ohio Associa ion 
of Retail Lumber Dealers, told the 
board that the industry need: to 
sell the public on the fact hat 
good housing is well worth the 


money it costs. They added nat 
the industry should participat 1 


developing a sound plan of s um 


clearance, that private industry as 
developed good low-cost hous ng, 
and that the availability of «ch 
housing should be brought to the 
attention of town and city offic als. 

The Lumber Dealers Rese: rch 


Council, according to chair 1an 
Clarence Thompson, expects t0 
complete its studies of winc »Ws 
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refabricated and complete in one 


eries 400 heavy duty track assem- 


’stment to fit rough opening; (2) Jamb 
end permits %4” vertical adjustment. 























WATRACKC lot iy] 


AMAZING NEW SERIES 800 METAL SLIDING PASSAGE DOOR 
FRAME GIVES YOU ADVANTAGES NEVER BEFORE AVAILABLE! 





saves time 
saves labor 
eliminates warp 











Builders, architects and owners from coast to coast are 
demanding the Kennatrack Series 800 Metal Frame for 
sliding passage doors. This frame saves time . . . saves 
labor ... eliminates warpage, and can easily be installed 
by anyone. Treated for rust resistance. Multiple adjust- 
ment features make fit and plumb child’s play. Designed 
for all standard 2 x 4 walls. Frames come in standard 
door widths. Secure complete facts . . . then you can see 
more clearly just what these advantages mean. 











THESE ARE 
A FEW FEATURES 




















Door rolls smoothly, quietly on not two 
. not four... but on EIGHT Nylon 
wheels. Ball bearing axles, 











Left: Wood filler strips in metal frame 
allow plaster base, stops and trim to be 
otuuue Mailed or screwed in usual manner, 


ickage. Includes famous Kennatrack 


ed to header at factory, with hang- 
s in place. Can be installed on the 
b in 25 minutes. 


WRITE DEPT. B-12. 


oi oe ot sree to MM JAY G. McKENNA 
provide 1” adjustment for height. e € A tre ¢ > 


ELKHART, INDIANA 

JAY G. McKENNA (Canada) Ltd., 104 Jarvis St., Toronto, Canada 
dE SPECIALIZING EXCLUSIVELY IN THE MANU- 
eader adjustable two ways: (1) FACTURE OF SLIDING DOOR HARDWARE 
ocket end allows 3%4” horizontal ad- 
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With either masonry or frame construction, fine 
wood windows complement architectural lines. 
Like good carpeting and quality furniture, they 
create an impression of warmth and hospitality. 


Among modern windows, R-O-Ws are outstand- 
ing. Snug-glide construction insures a pressurized 
fit during all seasons. And—only R-O-Ws have 
the patented R-O-W lift-out feature—allowing 
safe and convenient washing—inside the house. 





R*O+W SALES COMPANY 1344-68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 














and of dealer merchandising p: ic- 
tices during the first part of r xt 
year and is considering new re- 
search projects on materials } in- 
dling and other subjects. ‘he 
council plans to hold a sp ing 
meeting at which further decis ngs 
will be made. 

In reporting on NRLDA’s } ib- 
lic Relations Program, Chair :an 
Creden stated that the Mi ite 
Man program, whereby indivi: ual 
dealers send news releases to t cir 
local newspapers and radio  ta- 
tions continues to show exce! ent 
results and urged the manager of 
the federated associations to ap- 
point additional Minute Men wi’ ere 
possible. 

He expressed the belief that the 
new Public Relations Contest t« be 
held next year would attract «© ven 
more entries than the 1952 con est 
and urged dealers not to be mocest 
about telling the industry of the 
good work they do in their local 
communities. 

In addition, Mr. Creden reported 
that the National Plan Service has 
agreed to develop two ideas recom- 
mended by the Committee: the 
preparation of a series of How-to- 
Do-It sheets for dealers to provide 
to customers as a means of ena- 
bling them to use materials prop- 
erly and efficiently and the develop- 
ment of a program to guide dealers 
in acquainting school children with 
the products and services of the 
retail lumber industry. 


Southern Plywood 
Annual Meeting 


Formal announcement of the 
Southern Plywood Manufacturers 
Association program of certificates 
of inspection for glue bond quizlity 
was a highlight of the associat’ on’s 
Fall meeting held on Novembe 10, 
11 at the King and Prince Hotel, 
St. Simons Island, Ga. These cer- 
tificates of inspection are a pla ined 
outgrowth of the quality co trol 
program of the Southern : anel 
makers which has been in : fect 
over four years. 

Beginning January 1, 195: the 
Southern Plywood Manufact rers 
Association will issue certifi ates 
of inspection for glue bond qr ility 
to hardwood plywood mills v hich 
can qualify for them and mai tail 
the quality standards require for 
their continued use. These c: ‘tif- 
cates, designed for use wit it 
voices and bills of lading, will ove! 
hardwood plywood manufac ured 
in accordance with the insp< tio! 


and testing standards of the S uth F 
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we. | ern Plywood Manufacturers Asso- 
xt ciat »n and the specifications as | 
re. | este lished by the U. S. Depart- 
n- | mer of Commerce, Hardwood Ply- | 
he | woc Commercial Standard CS35- | 
ng | 49. . pecific information concerning | 
ns | the: standards and specifications 
is 2 .ilable from the Southern Ply- | 
ib- | wor Manufacturers Association, 
an 65 . -achtree Place, N. E., Atlanta, | 
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ta- | Bul. of ‘52 Housing 
nt | Solc Under $15,000 





of 
ip- | Three of every four homes built 
re | in tve first nine months of this 





| 
| 
year carried a price tag of less 
the | than $15,000, a nation wide survey | 
be | indic.ted. 
en Rc ports from state and local | 
est | affili tes of the National Associa- | 
est | tion of Home Builders, whose 25,- | 
the | 000 members account for 80% of | 
cal } all housing erected in metropolitan | 
areas of the United States, dis- | 
closei that the overwhelming ma-_ | 
1a8 | jority of the 818,800 homes started 





mM- |} in the January-September period 

were purchased by lower and mid- Wood windows usually outlast the very walls 
ide q © oucome families. | in which they are placed. House-wrecking com- 
nal Housing priced in the so-called | panies conduct “sidewalk sales” of doors and 
‘Op “luxury” brackets above $20,000 | windows. Original windows still function in 
lop- averaged barely 7% of the nine- | historical Mt. Vernon. As the old structure 


lors |) Mont. construction among builders settled, wood sash and frames were adjusted. 
vith reply ng to the NAHB question- | 


fe | With modern R- O- Ws, sturdy springs behind the 
the guides automatically compensate for the settling 


Th: survey also showed wide which may occur, even with new construction. 


varia ions from city to city in the 
|mark t for 4% GI home loans. 
Build -rs in Norman, Oklahoma, for 
exan ole, reported that 85% of 
the their new housing in the first nine 

moni is of 1952 were financed by 
hom: loans guaranteed by the Vet- 
eran Administration. 
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tel. | 90U 1ern Pine 


- “Or dortunity Forum” | 
ine | 
trol Yc nger men in the Southern | 
unel | Pine adustry from throughout the | 
fect | Sout! met in New Orleans on | 
Nove \ber 21-22 for a broad-scale | 
the discu sion of the industry’s prob- 
rers | MS nd activities. 
ates f Th two-day Southern Pine Asso- 
lity F “atic: meeting brought together 
hich £ from SPA subscriber mills more | 
tain f ‘han 5 men, most of whom were | 
for f orn fter the Association’s found- 
tifi- F 8 1914. Many of them are 
in- f S°Co!. and third generation lum- 
yver bern 1. Some are principal officers 
ired § ' thc r companies, and several are 
tion — 8 th SPA Board of Directors and 


uth- F ‘Por ant committees. | R*O+W SALES COMPANY 1344-68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 
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Home planners loo 


ITEM IN HE BUILDING 


texture in modern inte ‘iors. 


WedgeWood has it 


TRADE TODAY / 


an exciting patter 
signed by Mother N 


herself. 
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: new low-cost plywood panel captures 
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of nature’s rustic beauty 


; a welcome addition to your plywood line . . . a new type 
-orative wall paneling with unusual beauty . . . and un- 
y low in cost. 

dgeWood is made by Georgia-Pacific from Upland West- 
emlock, selected for its natural growth characteristics, 
is knots, bark pockets, radial checks and streaks. A spe- 
anufacturing process textures the panels and brings the 
ry grain of the wood into subtle relief. The result is a 
wall panel of enduring beauty, factory finished with a 
y pigmented sealer. 

dgeWood is produced in two types ... Burly and Knotty, 
vith a distinctive character. The rich texture and charac- 
rks create unusual color effects when painted. Subtle or 
tic two-toned effects can be obtained by applying light 
on dark or dark paints on light, then wiping the second 


ll find WedgeWood one of the most beautiful and low- 
ood panels made. It comes in 4 ft. by 8 ft. sheets, 5/16 
*k, and for protection is packed in 10-panel cartons. 
uur G-P representative, or write Georgia-Pacific Plywood 
ay, 611-12B North Capitol Way, Olympia, Wash., for 
‘s and full details. 
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TLORGIA — PACIFIC 
LYW00D COMPANY 


ICES OR WAREHOUSES IN: Augusta, Birmingham, Boston, Chicago, 

‘land, Columbia, Detroit, Houston, Lancaster, Los Angeles, Louisville, 

phis, Nashville, Newark, New Hyde Park, New Orleans, Olympia, 

— Philadelphia, Pittsburgh, Providence, Raleigh, Richmond, Savan- 
‘ineland. 


FIR PLYWOOD * HARDWOOD PLYWOOD * GPX * SOUTHERN & WESTERN LUMBER « DOORS 


wood panel lends WedgeWood’s low price 
easily to such a tag makes it the best buy 
‘nge of color effects by far in decorative wood 


ibinations obtain- paneling. 
"1 WedgeWood. 
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WedgeWood Burly, for 
those who prefer the 
quiet dignity of a more 
uniform grain, provides 
many of the character 
marks of nature, and 
each panel may contain 
up to four small knots, 
each no larger than a 
dime. 





WedgeWood Knotty pro- 
vides interesting variety 
in the tight knots and 
grain swirls that result, 
plus other natural growth 
characteristics that help 
produce dramatic effects 
when painted. 





Write for this direct mail 
folder — available with 
your own imprint. 





ms 


In any of various color 
combinations they really 
love it . . . everyone has 
shown overwhelming en- 
thusiasm for WedgeWood. 
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STEEL 





Effortless Operation 


Gracefully designed, easy- 
moving Roto or Lever type 
operators and locking 
handles, as specified. Exten- 
sion type hinge for ease in 
cleaning. 


Weathertight Seal 


Double contact construction 
gives snug fit. Positive cam 
action locking handle in- 
sures weathertight seal 
around perimeter of the 
ventilator. 


Lasting Service 
Solid steel sections; all 
corners electrically welded; 
cleaned and prime painted. 
A permanent installation. 


Write us for full information, also 
facts about Vento steel basement, 
utility and barn windows, Vento 
steel lintels for cost-saving block 
construction. 


VENTQ) Steel Products 


249 COLORADO AVE. * BUFFALO 15, N.Y. 














AIR CONDITIONING for prefabricated homes was a top subject for disc 
at the November meeting of Prefabricated Home Manufacturer’s Institute. 


bers were told that air conditioning could be added for $600 to $800. 


and W. 


president, W. G. Best Factory-Built Homes Inc., Peoria, IIl. 


Bruce Anthony, general man- 
ager of Urbana Lumber Company 
and a member of the SPA Board, 
presided at the conclave. 


Highlight of the conference was 
the premiere of the new Southern 
Pine motion picture, “The Sound 
of America.”’ This is the first com- 
plete movie on the industry. The 
16-mm SPA film is in full color, 
and it received a warm reception 
at its initial showing. 


Pre-fab Industry 
Goals for 1953 


Nearly 100 key officials attended 
the fall meeting of the Prefabri- 
cated Home Manufacturers’ Insti- 
tute November 10, 12, at the Bon 
Air Hotel, Augusta, Ga. Looking 
to expanded sales in 1953, the 
PHMI members considered the in- 
troduction of air conditioning, pub- 
lic acceptance of contemporary 
architectural designs, home war- 
ranties and other housing trends. 


The PHMI members also gave 
special attention to the problems of 
producing defense housing. Harry 
H. Steidle of Washington, D. C., 
PHMI manager, reported on de- 
signs developed by the Institute for 
demountable defense housing that 
can be converted into permanent 
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Atte 
the meeting were, left to right John W. Pease, secretary, Pease Woodwor! 
Cincinnati, William A. Lake, Carrier Corp., Syracuse, N. Y. 


cs 


homes when the emergency 


for them has passed. 
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need 


Housing requirements for work- 
ers at installations of the Atomic 
Energy Commission were discussed 
by Arthur Tackman, assistant man- 
ager of AEC’s Savannah 


Operations Office. 
tors 


River 


The prefabrica- 
inspected five prefabricated 


housing projects in the Savannal 


River area. 


John C. Taylor, Jr., of New York 
presided 
over the meeting. He addressei 
the opening session on “Trends it 
the Home Prefabrication Industry.’ 
Peter S. Knox, Jr., president, 
Corp., talked on ‘“Prefabrica 


City, PHMI president, 


Future.” 


Senator Maybank, chairm: 
the Senate Banking and Cur 


Committee during the 82nd 


gress and a leading Congres: 
addr 


authority on housing, 
the luncheon session on 


Housing for America’s Wor! 
William Lake, production p! 
tion manager of the Carrier ( 
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Syracuse, N. Y., talked on 
aged heating-air conditioning 


for homes. Two models wer 
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{hwistmas - 1952 


For those of us in the building industry this approaching holiday holds a 


special meaning and significance. 


TOR 


Christmas is primarily a home festival. Public places are deserted. We 


gather together around the tables and firesides of our own and our neighbors’ 
homes. 


There we find warm, traditional hospitality, companionship, affection and 


security. 


Two women* beautifully expressed the inner feelings of home owners 


when they wrote: 


“Home—a place of contentment 
and cheer, sometimes laughter, 
sometimes just silence. Pepper cat- 
napping on his pillow, an ashtray 
and a pipe, an easy chair and a 
footstool, too. Children’s voices, the 
family singing old-time songs. The 
darning basket, the Bible on the 
table, a clock that strikes, and 
flowers on the window sill. The 
spicy smell of pumpkin pie and 
fruit cake at Thanksgiving time. 
And at Christmas, the stockings 
hanging in a row. All these little, 
simple, homely things mean home 
to me.” 


“Being a housewife, my social 
security number is not recorded in 
Washington, but I have one. It’s 
the number on the front door of 
my very own home. That is what 
home means to me—security. 

When one buys a home he plants 
his roots deeply and that blessed 
feeling of solidity is well worth the 
sacrifice it may cost. My home is a 
fortress defying the forces of in- 
flations, depressions and recessions. 
True, the market value may be af- 
fected but the home value is always 
100 cents on the dollar, with a gen- 
erous dividend of security.” 





No cold or hot war can prevail against a nation of horne owners who 


hold such firm convictions. 


We of the building industry have a special responsibility in fostering and 


encouraging this truly American spirit. It is gratifying that more than half 
of our families today own and live in their own homes. 


And yet in this bright Christmas season, across our home-owning land, 


falls the shadow of a malignant political philosophy which would destroy the 
very concept of private home ownership. 


As we again enjoy Christmas should we not urge our fellow citizens to 


“O thus be it ever when free men shall stand 

Between their lov’d homes and war’s desolation! 

Blest with vict’ry and peace, may the heav’n rescued land 
Praise the Pow’r that hath made and preserved us a nation! 
And this be our motto, “In God is our trust!” 


Johns-Manville Co. 


Bui LDING Propucts MERCHANDISER 


unite in rededicating ourselves, in the words of an earlier American, to the 
continued defense of our homes and what they stand for: 


*Prize winning letter in a contest on “What the word Home means to me” sponsored by 


A 
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NINE PROFITABLE MARKETS FOR 1953 


With new home building declining, the 
selection of new markets to push will have an 
important bearing on volume and profits. It’s not 
too early to plan for 1953. 


“Don’t put all your eggs in one 
basket.” 

This familiar saying accurately de- 
scribes the feeling of many dealers 
who are broadening their sales plan- 
ning for the coming year. Every indi- 
cation suggests another good year for 
home building, but estimates could be 
off and a dealer concentrating on sales 
to contractors might find himself in 
trouble. Planning a balanced business 
in all markets is actually good profit 
insurance in any year. 

Many of the markets reviewed and 
recommended for increased sales em- 
phasis next year are growing and ex- 
cellent from the profit point of view. 
But they all require a coordinated, 
sustained sales promotion program. 
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1. New Houses 


With housing growing competi- 
tive home buyers will have the 
upper hand next year. Builders 
point to a 8.5% decline in mar- 
riages as just one of the factors 
restricting sales. Contractors, how- 
ever, expect that high incomes, 
availability of mortgage money 
and stable construction costs will 
mean a good building year gen- 
erally if they can produce better 
homes with sales appeal. 

The retailer who serves the con- 
tractor intelligently in the com- 
petitive period just ahead will al- 
ways sell his share of the materials 
used for new homes. New building 
techniques developed by the Lum- 
ber Dealers Research Council, the 
Small Homes Council, University 
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of Illinois and other groups should 


be suggested to all builders. 
Let’s be specific. The “W” 
truss improved by the Small H: 


Council permits exterior wa | 


bear the roof weight creating 
large room. Flooring, walls 
ceilings can be finished with 
panels four feet wide speedin 
application, minimizing waste 
again, alert dealers will sugge 
builders that they can profii 
use the new site-built storage 
closets made from stock size ! 
board and gypsum products. 1 
new closets bring the conven 
of planned storage to even the 
est priced home. 


Working closely with bui! 


and actually being a part oi 
exciting new developments ir 
industry should be the goa 
every retailer in 1953. 


Swed 
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Contractors are already showing 
increased interest in the $3 billion 
dollar residential maintenance and 
improvement market. Many con- 
tractors are planning to use the 
same showmanship and merchan- 
dising skill they learned in selling 
new homes. They are talking of 
selling “packages” with special em- 
phasis on attic conversions to extra 
bedroom space. 

Many of the contractors will call 
back on the owners of new homes 











3. Commercial Building 


Beginning this Fall commercial 
building jumped sharply as con- 
trols of critical metals were eased. 
Schools, hospitals and recreation 
building increased more than 23% 
and 1953 should be even bigger. 
Building of new apartments de- 
clined with the drying up of money 
previously supplied by Regulation 
608 of the FHA. With apartments 
standing vacant in many cities the 
prospects for 1953 is a further 
dropping off of this business. 

Industry plans for expansion are 


that they sold originally. They 
have the floor plans and know the 
owners —a sales advantage that 
should pay-off. In deciding to gear 
selling effort on attic expansions 
the builders frequently surveyed 
their own market carefully. A Kan- 
sas City contractor found he had 
a potential of 800 homes that 
needed finished attics. A Chicago 
builder topped that with a whop- 
ping 3,000 homes. 


conservative and it is generally 
agreed that the peak of building 
has passed for several years at 
least. Only exceptions are prob- 
ably new building directly related 
to the defense effort—new alumi- 
num plants, for example. 

Much of the commercial building 
in the coming year will be smaller 
jobs which are legitimate markets 
for the lumber dealer. Keeping on 
top of developments in your com- 
munity can result in sizeable, prof- 
itable business. 











Reaching $2 billion dollars in 
1952 this market is expected to be 
even larger next. year. There’s in- 
creased interest in remodeling en- 
tire neighborhoods to meet, the 
competition of new stores erected 
in recent years. 

New materials of metal, plastic 
and glass today make commercial 
remodeling less expensive and much 
easier. Probably few potential cus- 
tomers are aware of the beauty 








hould % and range of products you now 
| P have available for remodeling. 
’ rool § 4. ‘ ommercial Remodeling 
Jomes f 
al oa 
ie one 
s and 

urge 
ny; UP Like new homes the farm market 
e. & will be extremely competitive in 
est to i 1953. Reason: a decline in farm 
fit vbly prices that makes the farmer de- 
1 vall mand full value, hard selling before 
| ard: Be buying. Prices have dipped for 
bebe three consecutive months and are 
- : now 8.5% below those of a year 
ea ago. Meat animals, cotton, fruit 
‘ : and corn were largely responsible 
wf ye ‘ for the slump. 
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Commercial remodeling must be 
actively sold and very few con- 
tractors interested in this type of 
business have qualified salesmen. 
Try starting your new outside | 
salesman on commercial remodel- 
ing. You’ll help your contractor- 
customers and the sales result in 
substantial volume. Improving a 
showroom sells everything from 
floor coverings to ceiling tile and 
an attractive job creates additional 
business. 


However, the crops that require 
farm buildings have advanced 
slightly, offsetting the general de- 
cline. Food grains, poultry and eggs 
and truck crops are all up in price. 

Illustrating the importance of 
the farm market are these recent 
figures. New farm building totaled 
$1.3 billion dollars and repairs 
and improvements registered $700,- 
000,000. 
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OOL RENTAL 


This year leading magazines, 
Time, Business Week and others 
pointed out to dealers the impor- 
tance of the lively “Do it yourself” 
market. Faced with the high cost 
of labor the home owner has cut 
his eye teeth on painting and other 
simple jobs and has now moved on 
to more elaborate remodeling. 
Properly cultivated consumer 
business can be a substantial hedge 
for a drop in new home construc- 
tion. New selling techniques are 


Closely related to the consumer 
customer is an active, complete 
rental department. Sanders, power 
tools and the like make it easy for 
the “Do it yourself” customer to 
handle even the most difficult jobs. 
Often having a rental department 
is the decisive factor that closes 
the sale for a sizeable bill of ma- 
terials that means worthwhile 
profits. 

Operating a rental department 
today is a profitable business in 
itself because techniques for suc- 
cessful management are now well 


obviously required for succe: sfy] 
merchandising to the consu :er. 
Consistent advertising, vy °]]. 
informed sales personnel and a: ad- 
justed price schedule are “mu ts”, 
American Lumberman has a2 aijj- 
able a sales promotion kit for 
dealers interested in this new : .ar- 
ket. Containing display mate: als, 
literature, newspaper ad mats ind 
many other needed sales tools his 
kit is the first organized plan de- 
veloped for retailers in our fic 4. 


established. The department, for 
example, can be _ self-liquida ting 
because older equipment is usually 
sold after a svecified perioc to 
customers. 

Once installed the department 
should be strongly promoied. 
Grouping equipment under a large 
sign is a good start. A prominently 
displayed scale of rental prices is 
also recommended. Mention rental 
equipment in all newspaper adver- 
tising and in direct mail to pros- 
pects. 





With the metal shortage largely 
ended dealers have unlimited oppor- 
tunity to sell many specialty prod- 
ucts in limited supply during 1952. 
The six million homes built since 
the war are excellent markets for 
power lawn-mowers, ornamental 
grilles for doors, hand and power 
tools, a list that could fill this page. 

Today’s crowded homes also need 
many non-metal specialty products. 
Disappearing stairways, folding 


room partitions, to mention just a 
few. Study all the products you 
sell that make a home more livable, 
comfortable or spacious. 

Refrigerators and other major 
appliances should be excellent 
sales-wise in 1953. The new re 
frigerators offer freezing compart 
ments and other features anc tre- 
mendous volume continues to keep 
prices down. 





9. 
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Set 


Impulse or Counter Trade 


Probably the most significant 
trend in this market during 1952 
was the deliberate effort by many 
dealers to cultivate women cus- 
tomers. Housewares appeared in 
retail showrooms along with closet 
accessories and many other prod- 
ucts that appealed to women. 

There was increased dealer in- 
terest in products necessary for 
home maintenance. New paints, 
floor coverings and wider use of 
wood in the home frequently re- 


t, 3 
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quired specialized knowledge 
can be told best by the bu. 
material dealer. More dealers 
vacuum cleaners and other 
appliances and tools directly n eded > 
for upkeep of the home. 
Using impulse or counter 
to build volume sales becar e 2 
accepted principle. When 2 cus 





tomer asked about paint, fc° & 
ample, a few inquiries re aaled 
major remodeling was freq 
planned. 
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 Sful 
1 der, 
A ell. 
1: ad- 
1 ts", Hal A. Miller of the office 
; = of Hal A. Miller, A. I. A., 
jg says: 
a als, “For the Marylander 
5 and 
: ite Apartments, we selected Truscon 
n de- Double-Hung Steel Windows 
sion and Residential Steel Doors . 
because they assured architectural 
i. beauty and structural strength.” 
» for 
ating 
sually In this spacious new Baltimore 
to apartment building, Truscon Series 138 
Double-Hung Steel Windows lend 
tent flowing architectural lines and provide 
ted. adequate sunlighting, with easily 
— controlled ventilation. 
1ently 
ces is An impression of extra spaciousness in room 
rental area, and sweeping views of the landscape, 
Lc ver- are achieved by well-selected, well-known 
pros- window combinations and placements. 
Long-term economy of maintenance 
is assured by these Truscon Windows. 
eammanel Because they are steel, they will not sag, warp, 
or rot. Their snug fit and built-in stainless 
stee! weatherstripping help cut fuel costs, too. 
just a 
s you 
ivable, 
major 
cellent 
‘Ww Te Truscon Residential Swing and Slide Steel Doors 
m part: furnish sharply modern notes; save space; 
c_ tre: and assure trouble-free, easily operated door 
0 keep service at all times. These doors are 
competitively priced with doors of any other 
material, and at the same time offer important 
installation economies and conveniences. 
— Write for complete specifications on 
Truscon Series 138 Double-Hung Steel 
Windows and Truscon Residential Interior Steel 
e thal Doors, and for illustrated literature on the 
u ding complete line of Truscon Steel Building Products. 
; . dded 
> 
}} 
ee Marylander Apartments, Baltimore, Md. TRUSCON® STEEL DIVISION 
n ede Hal A. Miller & Associates, Architects 
John H. Hampshire, Inc., Plastering Contractors REPUBLIC STEEL CORPORATION 
- tems altimore Contracting, Inc., General Contractors. 1058 ALBERT STREET «© YOUNGSTOWN 1, OHIO 
re al 
2 cus 
For ex 
e caled MARK OF MERIT 
y' entl) PRODUCTS 
TRUSCON a name you can build on 
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EXTIMATED EXPENDITURES FOR NEW CONSTRUCTION IN THE UNITED STATES, 1949-1953 
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$ BILLION 


10 


0 
1949 


22,789 
16,384 
6,405 


Total Expenditures ... 
Private Construction 
Public Construction 


SOURCES: 


(in millions of dollars) 


PRIVATE 





1950 I95SI 
28,749 31,025 
21,610 21,684 
7,139 9,341 


1949-1952 Data—U. S. Department of Commerce. 


1953 Data—preliminary estimates by M and O Commercial Research Department. 





PUBLIC 











_ 


1952 1953 

32,112 32,592* 

21,636 21,944* 

10,476 10,648* 
*Estimates 





Building Picture for 1953 


This is how it looks to one analyst in the building 


materials field: 


By WILL F. KISSICK 


Cross currents in construction 
demand will make 1953 a year of 
transition and adjustment. There 
is both the necessity and the oppor- 
tunity for alert members of the 
industry to upgrade their housing 
product—to sell shelter plus the 
luxuries essential to gracious living. 
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1,110,000 new, non-farm dwelling units 
Commercial construction on the increase 
Farm construction up slightly 

Defense construction on the decline 
Total new construction—$32,592,000 


This means extension of the 
market for selected luxury features 
similar to the development in per- 
sonal transportation so successfully 
accomplished over the years by the 
automobile industry. 

Such an extension of the housing 
market requires a large population 
ready and able to buy such fea- 
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WILL F. KISSICK, author of this «arti 
cle, has been an analyst of bus:ess 
conditions for more than a quart r ol 
a century. He has been research stat 
istician of the Insulite division, \) nne 
sota and Ontario Paper Co., -ince 
1947. He is active in the Ame: ical 
Marketing Association, the Ame: ical 
Statistical Association and the EHco- 
nometric Society. 
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N N PERMANENT NON-FARM DWELLING UNITS STARTED IN 
THE UNITED STATES, 1949-1953 








500 |- - — 


° 
3 


1.000 STARTS 


wn 
° 
° 











GROSS NATIONAL PRODUCT, PERSONAL INCOME AND 
DISPOSABLE PERSONAL INCOME, 


1949-1953 
{in billions of dollars) 





" GROSS 
NATIONAL 
aaa PRODUCT 


$ BILLION 














1949 1950 1951 1952 1953 
1,025,100 1,396,000 1,091,300 1,110,000 1,125,000* — 
ationa 
SOURCES: 1949-1951 Data—from U. S. Department of Labor. . 
1952-1953 Data—preliminary estimates by M and O Commercial Product ......257.3 
ates Research Department. 
Personal 
Income .......205.1 
tures of housing as increased spa- oe 
ciousness, extra bathrooms and cong _— 
glamorized recreation facilities, not sini 
to mention that luxury of a third ; 


bedroom, which, for many moder- 
ate income families, is becoming a 
necessity as postwar families con- 
tinue to grow. 

Development of these character- 
istics is essentially an upgrading 
of the basic housing product rather 
than marked increases in the num- 
ber of residential units produced. 
It means figuratively wrapping the 
housing component of “gracious 
li. ing’ in cellophane and selling it 
as a single package in a mass 
nr irket. 


DP mand for Housing Continues 


includes 
t! essential factors favorable to 
sich an extension of the housing 
m rket. The first of these factors 
is the large potential demand for 
h ising in the United States. An 
in portant part of this market con- 
si ‘s of replacements for old, obso- 
le - and dilapidated units no longer 
fii for occupancy. In addition to 
th se basic replacements, units de- 
st .yed by fire, flood, windstorm or 
ot or disaster must be replaced. 

he current potential new hous- 
ins market in the United States 
car be summarized as follows: 


"he current situation 


Re: !aceement Demand 
lasie replacements.. 
iioplacement of de- 

stroyed units ........ 


600,000 units 
90,000 units 


"y 


tal replacements.. 690,000 units 


Ney Potential Demand 
Married couples ...... 


850,000 units 
Other 


100,000 units 
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1951 1953 

282.6 327.8 343.0 350.0* 
224.1 251.1 266.0 212" 
204.3 222.6 233.0 238.0* 


1949-1951 Data—U. S. Department of Commerce. 


1952-1953 Data—preliminary estimates by M and O Commercial 


*Estimates 


Research Department. 





Gross potential hous- 
ing demand .......... 1,640,000 units 
Less: available 


vacated units ...... . 500,000 units 





Net potential 
demand for 
additional resi- 
dential units ........ 1,140,000 units 


Plenty of Consumer Money 


A high level of buying power 
widely distributed among con- 
sumers is a second factor essential 
to upgrading the housing market, 
for without buying power, poten- 
tial demand for housing cannot be 
turned into sales of better residen- 
tial units. 

In 1953 the business economy of 
the United States will be operating 
at the highest level yet attained 
with a probable gross national 
product of $350 billion. This means 
that personal income from all 
sources will be in the neighborhood 
of $272 billion, which after deduc- 
tion of taxes and other payments 
to government, will place $238 bil- 
lion of disposable personal income 
in the hands of American con- 
sumers. 

This income will be widely dis- 
tributed. According to Federal Re- 
serve reports, more than one-fifth 
of all spending units in the United 
States in 1951 had incomes of 
$5,000 or more and one-half of all 
U. S. spending units in 1951 had 


incomes in the $2,000 to $4,999 
class. 


Competition for Consumer’s Dollar 


Keen competition exists among 
producers of all manner of goods 
and services for the consumer’s 
dollar. A third important factor in 
selling better housing to more con- 
sumers is, therefore, the portion of 
buying power that consumers can 
be persuaded to spend for housing. 
The National Industrial Conference 
Board reports that expenditures 
for housing between 1935 and 1939 
were, on the average, 18.1% of the 
total expenditures made by U. S. 
families. In January 1950 the board 
reports the percentage used for 
housing had declined to 11.6% of 
the average family budget. 

This decline means the housing 
industry, of which new residential 
construction constitutes a signifi- 
cant part, has lost ground in its 
competition with other industries 
for the consumer’s dollar. This dif- 
ference currently means that fami- 
lies with annual incomes of $2,000 
are spending $130 per year less on 
the average for housing than fami- 
lies in that bracket in the pre-war 
years. For families at the $3,500 
annual income level the average 
housing expenditure is $227.50 per 
year less, while families with 
$5,000 incomes annually now aver- 
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age $325 less for housing than 
those with $5,000 incomes before 


the war. An aggressive, coordi- 
nated, continuous program of pro- 
motion and market development is 
necessary if the residential con- 
struction industry is to retrieve its 
pre-war share of the consumer’s 
dollar. 


Trend of Home Construction 


A year ago, over-cautious fore- 
casters predicted a saturation of 
the housing market. Some empha- 
sized the restrictive effects of ma- 
terial and credit controls and 
asserted that not more than 
600,000 or 700,000 new, permanent 
nonfarm, dwelling units would be 
started during 1952. 

Consistent with such forecasts, 
activity in residential construction 
got underway slowly last January 
and February. This slow beginning 
has been more than matched, how- 
ever, by the large number of units 
started in the subsequent 10 
months of this year. Preliminary 
estimates now indicate there will 
be from 1,110,000 to 1,112,500 new, 
nonfarm dwelling units started in 
the United States during 1952, or 
about 2% more than the 1951 total 
of 1,091,300 starts. 

The high level of residential 
activity characterizing the fourth 
quarter, 1952 is expected to con- 
tinue into 1953. With adjustment 
to the current, relatively unre- 
stricted, market situation and the 
development of aggressive selling 
programs, present indications are 
that 1953 will be a year in which 
more than one million new, non- 
farm, dwelling units will be started 
in the United States with the prob- 
able total 1,125,000, only slightly 
under the potential demand of 
1,140,000 units. 


Non-Residential Building 


Several factors will influence the 
volume of non-residential building 
during 1953. Most important in the 
private construction segment will 
be the major expansion in commer- 
cial construction to meet the de- 
mand for commercial services not 
provided during 1950 and 1951 be- 
cause of the imposition of material 
and financing restrictions. For the 
same reasons moderate expansion 
can be expected in 1953 in private 
education, religious and _ recrea- 
tional building. 

Construction to provide addi- 
tional capacity in private, defense- 
connected industries is generally 
nearing completion. With excep- 
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ESTIMATED CONSTRUCTION EXPENDITURES 
(IN MILLIONS OF DOLLARS) 





Total Expenditures for New Construction 


Residential—Non-farm 
Non-Residential Building 


Public Utility 
a, ae eae ORE arte ee eee 


Total Public Construction Expenditures 


Conservation and Development 


SOURCES: 
Commerce. 


Total Private Construction Expenditures........... ae 
Farm Construction .....ccccccccsssscsccccccssssssssss -. 


ER RRERSE SSSA 
Non-Residential Building .................0..... 
Military and Naval ............00cccceee 
RSENS Se EEC 


Sewer, Water and Miscellaneous ......... 


Chane 
in 195 

1952 1953 from 1%°2 
ee $32,112 $32,592 + Is 
21,636 21,944 “le 
Seat eee 10,992 10,936 a 
Petia eee 4,896 5,168 + 5. 
— 1,680 1,725 + 2. 
ae ee 3,996 4,065 + |. 
ee en. 72 50 —30.t 
Seas 10,476 10,648 + I. 
ene: 576 557 — 3. 
Conan: 4,128 4,250 + 3. 
en cs 1,452 1,665 +14, 
Lacks eee 2,616 2,550 — ae 
CRD 780 812 + 4. 
EAE 5 924 814 —§19 


1952 Data—seasonally adjusted annual rate September 1952 from U. S. Department -{ 


1953 Data—preliminary estimate by Minnesota and Ontario Paper Co., Commercial 


search Department. 





tions in such industries as chemical 
manufacturing and petroleum re- 
fining, there is currently little in- 
clination to increase the rate of 
expansion in industrial capacity. 

Even though the volume of pri- 
vate industrial construction in- 
creased slightly during the fourth 
quarter 1952, the successive de- 
clines of the earlier months in 1952 
still appear to be characteristic of 
this segment. A moderate decline 
from 1952 volume is looked for in 
private industrial construction in 
1953. 

During the latter months of 1952 
public, non-residential, construction 
activity was dominated by increases 
in defense plant construction, by a 
high level of educational building 
and highway construction, and by 
moderate decline in the volume of 
hospital and institutional con- 
struction. 

The outlook for 1953 in this seg- 
ment indicates a decrease in de- 
fense plant construction as this 
phase of the defense program ‘ap- 
proaches completion. Activity in 
the public industrial and in the 
military segments will be stimu- 
lated during 1953 as work gets 
underway on the construction of 
additional atomic energy and mili- 
tary facilities. 


Other Construction Trends 


Farm construction declined mod- 
erately in the latter months of 
1952. The 1953 outlook is for a 
compensating increase in farm 
construction activity terminating 
slightly beyond the 1952 level. 
Construction activity in the public 
utility segment, likewise, will con- 
tinue at its 1952 volume during 
1953 and may increase slightly be- 
yond its 1952 level. 


Highway construction in 1953 ‘s 
expected to underzo a moderaic 
downward adjustment from the 
high levels attained in the latter 
months of 1952. In the conserva- 
tion and development and the sewer 
and water segments of the indus- 
try, construction activity can be 
expected to increase moderately in 
1953 over 1952 volume. The in- 
crease in the former being partially 
and the latter increase being di- 
rectly parallel to the increase in 
commercial construction. Activity 
in construction projects in minor 
segments of the construction in- 
dustry are expected to show mixed 
changes. 


Construction Expenditures 


Construction expenditures from 
year to year reflect changes in the 
physical volume of construction 
work done and shifts in the prices 
paid for component materials and 
services. In certain segments in- 
creases in the amounts shown {or 
1953 over 1952 roughly balance 
price increases of the component 
materials and services, indicating 
the physical volume of work done 
in these segments is unchanged. 

Expenditures for new constr ic- 
tion in 1953 are expected to to al 
$32,592,000,000, an increase of 1.5 % 
over the $32,112,000,000 spent in 
1952. Private construction expen:ti- 
tures in 1953 are estimated as $21,- 
944,000,000, 1.4% more than ‘1e 
estimated $21,636,000,000 total of 
1952. Public expenditures in 1‘ 53 
are estimated at $10,648,000,000 or 
1.6% above the 1952 total of $ 9,- 
476,000,000. 

Estimated 1952 and 1952 c)n- 
struction expenditures are deta led 
in the table above on this page. 
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GET THE FACTS 


about the WHITE 3000 AN, ye 
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TSTANDING maneuver- 
ity saves time in the yard, 
iffic and in making de- 
ies. This White 3000 
ited by Morgan Con- 
tion Co., is engineered to 
company’s exact needs 
lumber and building 
ly delivery tn city and 
rban service. 


OR MORE THAN 50 YEARS 
THE GREATEST NAME IN TRUCKS 
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FIND OUT what the White 3000 does in your 
business. See what its modern design means to 
you in the way of more deliveries per day... in 
less time . . . at lower cost. 

Here is new maneuvering ease ... new loading 
and unloading time savings... new energy-saving 
design that makes the driver a better driver and 
a better salesman. 

Its exclusive power-lift cab saves maintenance 
time and cost. And its White Quality means lower 
operating cost . . . longer life. 


Get this Scientific Truck Evaluation 
from your White Representative . . . Today! 


Call your White Representative for a complete evalua- 
tion of your truck operations. It will tell you the factual 
story of efficiency and economy tailor-made to your 
own delivery service. It means money saved... delivery 
costs reduced... in your business! 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 
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CHARLES W. WILLIAMS 


Vice President, Federal Reserve Bank of 
Richmond, Richmond, Va. 


BIRTHS AND MARRIAGES - THE LONG TERM TREND 
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SOURCE U S DEPARTNENT OF COMMERCE 
MARRIAGE AND BIRTH RATES continue to guarantee a steady home construc- 
tion market. For example, the birth rate for 1952 is expected to reach 3.8 mil- 
lions and possibly four million in 1953. The drop in marriage rate this year is 


counterbalanced by the number of “depression babies” coming of age. 


Mortgage Money Ample to Meet 


Here is the latest overall picture at a glance: 


1. More residential mortgages expected from sav- 
ings and loan associations. 


2. FHA and VA funds in shorter demand—unless 
interest rates on these mortgages are increased. 


3. GI loans harder to get. 


By CHARLES W. WILLIAMS 


In the field of mortgage credit, 
the outstanding fact is that the 
intense demand for urban home 
building continues and is_ sup- 
ported by available money. 

Some future year will undoubt- 
edly see the sharp waning—or even 
the disappearance —of the long 
post-war building boom. In other 
words, the pessimistic forecasters 
on the building scene will even- 
tually “hit a winner” and be sadly 
correct; but the end is not yet in 
sight. The growth of mortgage 
debt on one-to-four family homes 
will probably total $6-7 billion this 
year, following the record increases 
of $7.8 billion in 1950 and $7.1 bil- 
lion in 1951. 

Life insurance companies and 
commercial banks have, it is true, 
been less active in the mortgage 
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field than in the earlier post-war 
years; but savings and loan asso- 
ciations and savings banks have 
taken up the slack. 


Credit Restrictions Eased 


The extended rise in home mort- 
gage debt may be prodded slight- 
ly by the suspension of Regulation 
X. The elimination of Regulation 
W affecting consumer installment 
credit has had a more pronounced 
effect, although the easier avail- 
ability of materials for cars and 
other durables has also been in- 
fluential. The volume of consu- 
mer installment credit outstand- 
ing, mentioned here because it 
is, in a sense a sector competi- 
tive with the home and home-fi- 
nancing sectors, was substantially 
unchanged during 1951. It has 
risen $1.6 billion since early May 
when Regulation W _ was lifted, 


very nearly as much as the $1.7 
billion rise that occurred in the 
similar period of 1950 when con- 
sumer installment credit had a rec- 
ord expansion of $2.6 billion for 
the year as a whole. 

What has this to do with the 
home construction outlook?  In- 
directly, it seems to mirror an im- 
age of continuing high-level pur- 
chasing on the part of a public 
that keeps on acquiring places of 
shelter and filling them with com- 
forts and labor-saving gadgets. 

This composite attitude under- 
lies the optimistic views taken by 
large manufacturers. General Elec- 
tric, for example, recently fore- 
casted 1953 sales of major home 
appliances at a whopping 16% over 
1952’s level and at fairly constant 
prices. This latter is, of course, 
the “magic yeast” that ought to 
leaven the whole manufacturing 
and distributing economy—the |: re 
of stable prices which almost 1- 
evitably eventuate in mass sales at 
low unit but quite satisfactory <g- 
gregate profits. 

Veterans who established r:2w 
homes in 1946 have been accuriu- 
lating equity for six years (in! 2rI- 
estingly, seven to eight years is 
the average life of a mortgage! . 

This would suggest that m:ny 
veterans’ families will be in a p: si- 
tion to move into larger hor es 
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NOTE: NONFARM MORTGAGE RECORDINGS OF $20,000 OR 
LESS. (MONTHLY AND ANNUAL DATA NOT COMPARABLE.) 
HOME LOAN BANK BOARD 


NEW FUNDS 
CONTINUE TO 
RISE from such 
sources as. Ssav- 
ings and loan as- 
sociations, sav- 
ings accounts in 
commercial 
banks and mutual 
savings banks. 
High increase in 
life insurance as- 
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| o> ees | will furnish sub- 
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1949 : 1950 195! 1952 in 1953. 


1953 Construction Needs 


next year—and for that matter, 
for the next several years. They 
will probably need to do so since 
children born in 1946 are now 
reaching school age and the rec- 
ori number of brothers and sisters 
coming along increases the need 
for separate rooms and thus larger 
houses. 

\dditional evidence of the need 
for upgrading is found in the fact 
thit restrictions (both in mate- 
ri:'s and credit) have been pri- 
m-rily effective in medium and 
hi-her-priced housing. Deferred 
de nand resultant from financing 
co’ ditions which led to this limi- 
ta ‘on has not taken hold, but may 
w | begin to make its influence 
fe! in 1953. 


. ilability of Funds 


ere the answer of the financial 
ec: iomist is that no real shortage 
of unds is to be anticipated. The 
Sa\ ngs rate continues high (not 
as igh as the 9% rate of 1950-51 
but probably around 7% at pres- 
ent. as compared with about 5% 
on “he average). New funds at the 
disposal of the savings and loan 
associations, mutual savings banks 
anc life insurance companies con- 
tinue to rise at a fairly rapid rate. 
Savings accounts in commercial 
banks have been moving up fast 
this year and the banks have gen- 
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erally increased their mortgage 
lending at a rate commensurate 
with these increased deposits. 

Conventional funds appear to be 
in ample supply, although at some- 
what higher rates of interest 
throughout the country. FHA 
funds are relatively easy to ob- 
tain in many areas, though they 
have tightened somewhat since the 
second quarter of 1952. GI loans, 
on the contrary, are much harder 
to find. 

Insurance companies slacked off 
slightly in their share of direct 
mortgage financing in 1951 and 
some further restriction of activ- 
ity has been observed in 1952. Al- 
though this indicates that many 
companies have reached what they 
deem their safe ratio, it does not 
represent a substantial decrease. 
With the high rate of increase in 
life insurance assets, these com- 
panies will be able to furnish sub- 
stantial financing during 1953. 

Savings ,and loan associations 
(whose share or deposit increase 
has been a sharp 10% in the past 
year) continue to play an increas- 
ing role in financing residential 
mortgages. Their increased activ- 
ity will more than offset any re- 
duction in the rate of increase of 
life insurance company mortgage 
holdings. 

Individuals have been taking a 


slightly more active part in resi- 
dential mortgage financing in 1952. 
With the continued uptrend in per- 
sonal income it is quite possible 
that a substantial volume of funds 
will be forthcoming from this 
source during 1953.. Of some in- 
terest is the fact that the second 
mortgage has begun to reappear 
and is observable in two-thirds of 
the communities reporting to the 
NAREB. 


Mortgage Money Ample 

In view of the above analysis, 
it would seem that we can expect 
conventional mortgage money to 
remain in ample supply, at present 
rates, throughout 1953. FHA and 
VA funds will remain in shorter 
supply, unless interest rates on 
these mortgages are increased. If 
this happens, speculative housing 
starts would be expected to ‘in- 
crease substantially, depending, of 
course, on the timing of the in- 
crease in rates. Such an increase 
now appears unlikely. 


Building Materials No Problem 

Output continues at relatively 
high levels and no real shortages 
are reported in any area of the 
United States. With the improved 
outlook for primary metal supplies, 
no trouble is anticipated in this 
area. Regulation 6 (CMP) has 
been relaxed effective May 1, 1953; 
relaxation before that date is not 
improbable. 

Prices of construction materials 
seem to be easing off slightly, 
though rising labor costs have 
more than offset this tendency. 
Prices of old and new houses have 
softened somewhat. This soften- 
ing is reflected more in overhang 
and in higgling and haggling of 
the market than in asking-prices 
of houses. 

Prices, although declining, should 
hold fairly close to current levels, 
unless some now unforeseen factor 
intrudes to alter demand. 

Private nonresidential construc- 
tion has been lagging behind last 
year, although industrial construc- 
tion put in place has gained sub- 
stantially. Materials and credit 
allocations have caused much of 
the decline in private nonresiden- 
tial construction (other than in- . 
dustrial). The outlook for easier 
supplies of materials, plus - ade- 
quate financing and a renewal of 
the confidence factor arising from — 
the Nov. 4 polling results, should 
contribute to a substantial increase 
in this area in 1953. 

Public construction has increased 

(continued on page 128) 
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LUMBER is always in demand 


(DOnTNS 
EA Fl 
camptes oF STOCK Fon 


4s FSF 


SELF-SERVICE ORDER BOARDS are one of the new 
promotional aids that are being used by dealers to push 


the sales of lumber products. 


size ORE! 





You Can Merchandise Lumber 





HOMEOWNERS use company-rented car carriers to speed 
lumber home for a week-end building project. 
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Contractors and homeowners are looking to you for lumber — cut, 
graded and priced to meet an ever-increasing demand. 


Never in history has lumber oc- 
cupied the important position in 
the nation’s economy that it does 
today. The retail dealer has helped 
make this so. 


What these developments mean 
in terms of better service and 
greater utility of wood as a product 
is dramatically illustrated in the 
special articles about lumber to be 
found on the following pages. 


The headings themselves indi- 
cate the progress lumber has made 
in meeting the competition of other 
materials by becoming a better and 
more versatile product itself. “Why 
Treated Lumber?”; “Selling the 
Right Grade for the Right Use”; 
“Selling More Farm Lumber”; 
“Good Scrap Lumber Sells Fast’; 
“Precutting Brings in Pickup 
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Trade” and “How to Sell and Ap- 
ply Wood Paneling” are some of 
the articles you will want to read. 

How lumber can be used most 
effectively in modern building tech- 
niques is explained in the story of 
Don Lampland, St. Paul, Minn. 
dealer, ‘A Lumberman Builds His 
Own Home.” 


Combining the findings of the 
research laboratory with the prac- 
tical experiments in building tech- 
niques sponsored by various. uni- 
versities and the Lumber Dealers 
Research Council, the retail dealer 
has helped make these benefits in 
wood uses available at the con- 
sumer level. 

The contractor continues to buy 
lumber in large quantities, but it is 
the homeowner and hobbyist who 


are now recognized as the new, 
promising market. Consequent'y, 
lumber has been brought onto te 
showroom floor in attractive dc s- 
plays of samples, price-marked and 
shown as the finished job will look. 


The hobbyist can now come to 
the lumber yard and select just {2¢ 
grade and species necessary for ‘:is 
homecraft project. He can heve 
the lumber cut to size in the yard, 
and rent the tools to complete {e 
job at home. 


Manufacturers with their  a- 
tional advertising and dealers w th 


- their promotions at the local le vel 


are making customers lumber-c \n- 
scious. There is every reason to 
believe that lumber will conti ue 
to be the King of building mater als 
for a long time to come. 
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| Packaged units 
@e here to stay! 
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sady Hung door unit 
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Now you can sell a door that can be hung using 
only a hammer, nails, and a level. A patented 
crating method brings the unit to you complete, 
with joints square and tight. 








The door is hung in the frame on 2 butts. Lock, 

stop, trim — everything is factory made and 

assembled. With only 2 parts to handle, the car- 
penter merely slips them into the opening and 
ails the unit to the wall. 


it, 























the ' \ 

1iS- ' \ 

ind \ _ 

ok, Slip first half into Check plumb, shim, and Slide other half into 

, opening. nail first half to wall. opposite side and nail 
to to wall. 

1€ 

na These features make Hasko Ready Hung 

; first choice across the nation — 

l , 

‘he 1 Savings. The unit can be installed in twenty minutes or less. Completion 
time is speeded while costs are cut. Dollar savings multiply with every 
unit you install. 

4 2 One package stocks the complete door and frame. One order fulfills all 

th door hanging needs. One delivery gets all the pieces to the builder intact. 

el —" = 3 The doors are famous Hasko hollow-core, flush doors. Warp-resistant and 

p | ~<a (R) beautifully made they insure complete customer satisfaction. 

0 

ve ASkKO Write for catalog. Sold through established wholesalers. 

als 


HASKELITE MFG. CORP., Grand Rapids, Mich. 
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LUMBER is always useable 








1001 * Ideas for better 


1p USES # WOOI | 


in BUILDING, IMPROVING end MA! ; 
TAINING HOMES and in the PURSUIT { 


HOBBY CRAFTS AWAIT YOU IN OL 
| BOOTH st the | | 


HOME SHOW : 


There are so many uses for wood in a home t} i 
no substitute can approach in servicability, be: ‘ 
ty or economy! Let us show you why. ] 


Home Crattsmen—Handymen 


> | 


Our “Home Show”’ display will include thousan 
of helps for those who wish to make their ¢ 
home repairs or to make furniture and “‘built-ir 
for their homes. Be sure to seé them. 


PHONE 3-0711 D) MRoses(;) 


There's A Differene 


~~ ma, 

















VERSATILITY OF LUMBER is em- E 
phasized in many of the display ads : 
run by the Knoxville firm. One ad 
explained the value of kiln-dried and 
treated lumber for home-building. 








HUNDREDS OF KILN-DRIED SHORTS in walnut, cedar, ° ; 
pine and other woods are available in the D. M. Rose & ; Do You Like To Work é 


Co. warehouse. Carlie Cinnamon, an employee of the com- ? f 
pany for some 29 years, is examining one of the thousands With : 


of shorts available in the warehouse. 


© Make Things 
for the Home : 
® Do Home 


Improvements 


Good Scrap Lumber | ' 
Sells Fast Us tome She | 


~—thousands of FREE ideas on how to get the best results with 
wood. How to build the things you want. How to make home : 
repairs correctly. And, how to save by buying your materials 


Knoxville dealer caters to home- eyo cotncriesed 
owners and hobbyists with high-qual- DNRosec(p i 
ity “shorts” and plans showing how i pM ce 
to use them. 


























Selling usable scrap lumber is a good way to make The Rose firm makes available a large quantity of 
new, satisfied customers who will come back again useable scrap, both hardwoods and softwoods, from its 
and again. At least that’s the experience of the D. M. planing mill. These shorts practically line both sides 


Rose Lumber Co., Knoxville, Tenn. of a 300-foot warehouse. 
You won’t find a flossy store, but you will find 


unusual services at the Rose business office. For ex- service basis. Then a yard man is called by buzzer 2nd 
ample, John Rose maintains a lending library that is measures the lumber for price (kiln-dried shorts 1re 
much in demand. Among these books are “Basic Home sold for 7¢ a foot). 


Carpentry”; “Plywood Projects for the Home Crafts- 


Customers select their own lumber shorts on a ¢s-lf- 





man”: “The Farm Book, a Guide to Better Farming Rose says that customers range from whittler: to 
wettle Metter Buildings.” ‘ serious home craftsmen. A dozen boys at a time f'om 
In addition patterns are available for boats, dog manual training classes will come in to pick out se ect 
houses, lawn chairs and numerous pieces of household shorts. 
furniture. Besides lumber shorts, the Rose office has a bi of 
To build all these things at a reasonable cost, the odd-size plywood pieces on hand to serve the hc ne- 
craftsman needs good lumber at a reasonable figure. owner. 
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This Fenestr Line-up Is Packed with Profit! 


Fenestra* Ready-Trimmed Steel Window Unit — a 


Sash, frame, hardware, inside trim, outside trim ... all in 
one unit that: 


GOES IN SIMPLEST ROUGH OPENING—Same rough opening 
preparation for frame, brick veneer or stucco. 

QUICKEST, EASIEST INSTALLATION—Unit is simply plumbed 
in opening and nailed to sheathing through holes in flash- 
ing of trim. 

HELPS SELL HOUSES—Beautiful, easy-to-open, weathertight. 
Washed and screened from inside. Window available Super 


Hot-Dip Galvanized (on special order) to eliminate main- 
tenance painting! 



































Fenestra Pressed Steel Lintels 


These new Fenestra Pressed Steel Lintels are immediately avail- : 
able for all standard Fenestra Steel Residence Windows. Their “aaa 
formed edges hold the bed mortar and make a neat strong job. 


Fenestra Inside Metal Screens and Storm Sash 


Fenestra Metal Screens go on easily from inside the room. 
Fenestra Metal Storm Sash fit on the inside of the window and 
insulate the whole window opening instead of just the glass 
irea. They can’t warp, or swell, or stick ... they always fit. 
Available with tilt-in vent for ventilation. 





New Fenestra Galvanized Basement 
and Utility Windows 








Splashing rain can’t hurt these Fenestra 
Basement Windows. Dampness and 


| 








even acidity of livestock barns can’t 
hurt these Fenestra Utility Windows. 
They won’t rot because they’re steel. 
They won’t rust because they are Super 
Hot-Dip Galvanized. Fenestra has the 
only plant in America especially de- 
signed to galvanize Steel Windows. 
Special tanks, automatic controls— 
everything geared to give you the most 
permanent windows made. Also avail- 
able nongalvanized, but prime-painted. 




















Se 























i For complete information on these famous Fenestra Products, call your 
| Fenestra Representative or write Detroit Steel Products Company, 


| Dept. AL-12, 2246 East Grand Boulevard, Detroit 11, Michigan. 
*® 


NY | Fenest. YQ — Everything in Windows for the Home 
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LUMBER is needed on the farm 





PREFABBED FARM BUILDINGS are 


of Glen Newton Lumber Co.’s business with farmers in 


important part 


Story county, lowa. Lumber sales are also high from local 


You Can Sell More Farm Lumber 


remodeling, new farmhouse construction, new barns and 
machine sheds. 


Want to expand your farm market? Then get into the 
prefab and remodeling business for all you’re worth. You'll find 
lumber sales rising and your men will have no lay-offs because of 
bad weather or slack seasons. 


If there’s one man who has good 
cause to be concerned over his 
buildings it’s the farmer. Why? 
Because he has about 25% of his 
total investment tied up in them. 


His buildings probably average 
about 35 years of age. Many were 
constructed prior to or during the 
depression years of poor quality 
materials. Many were left un- 
painted. Posts have rotted, founda- 
tions have failed, frames have been 
forced out of plumb. Years of hold- 
ing tons of crops in storage, plus 
the natural ravages of snow, rain, 
wind and sun have combined to 
make his buildings unsound for 
crop, animal or equipment. 


The farmer may not realize it, 
but the truth is that he represents 
a greater market for repairs and 
new construction than almost any 
property owner or businessman in 
the country. Whether he does the 
work himself, with the aid of farm 
help, or whether he hires it done, 
eventually he has to seek help from 
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his building materials dealer. 


Plan Service 


One of the things he badly needs 
is a plan service. His dealer should 
have on hand an ample stock of 
plan sheets, many of which can be 
obtained for as little as 15 cents. 
If nothing else, a plan sheet enables 
the farmer to understand material 
requirements and construction 
problems; it may even discourage 
him to the point where he’ll hire 
his work done for him, rather than 
do it himself. 

Secondly he needs a prefabrica- 
tion service. Doing his own figur- 
ing, cutting and nailing goes only 
so far for most farmers. There are 
too many other things demanding 
his attention. Some things he likes 
to buy ready made. 

Window units for barns, com- 
pletely weatherstripped, windows 
fitted and hinged, ready to fasten 
into openings — that’s the type of 


fabricating service the farmer is 
looking for. Rafters, posts, girders, 
pen partitions and gates, cut to 
standard sizes and treated, if nec- 
essary, are other examples. 


Prefabrication 


Scaffolding is another. With 
some barn gables 30 and 40 ‘eet 
high, repair is almost impossible, 
especially on residing jobs, wit! out 
some means of working other ¢ 1an 
ladders. Here is where the de :ler 
can again be of service, eithe: by 
renting or lending used lumber 1nd 
by showing the farmer how to b ild 
safe scaffolding. 

The list of prefabricated it ms 
that mean more lumber sales i. al- 
most endless, but among c her 
things it includes portable hog 


houses, self-feeders, broo: ers, 

cribs, bins, sheds, water troi 2hs, 
wooden gates and fence sectio’ s. 

The possibilities of section pre 

fabrication for farm buildings 1avé 

»* P 
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rt yet been fully exploited. Walls 
in be built in the shop in sections 
and assembled at the site on pre- 
viously prepared foundations. 


. Utility Building 


Today’s farmer is centralizing 
is operations in many respects, so 
iat he’s greatly in need of an all- 
irpose utility building. Plywood 
‘a similar sheet material could 
serve as the basic material, as it is 

more and more prefab opera- 
ons. The shed would house hogs, 
‘ceder cattle, sheep, and dairy 
stock. It could also be used as a 
nachine shed, storehouse, grain 
orage bin and poultry shelter. It 
uuld be 32 x 36 feet or more in 
ze. It would almost certainly 
rve the farmer better than hav- 
g his stock, produce and equip- 
nt spread out under several dif- 
‘ent smaller roofs. 


NDS M mre Nnortetnty 


> ae enn 


Newtonian Method 


So far, granaries and hog houses 
a> the two most important farm 
b ildings to attract dealers in pre- 
f: oricating operations. The Glen 
N-wton Lumber Co., Nevada, Ia., 





OLDEN OPPORTUNITY for prefabbing wheat granaries 
a large scale was seized by Mauldin Lumber Co., 


is actively engaged in producing 
portable hog houses for farmers in 
Story county. But Newton sells six 
types of portable farm buildings in 
all, including brooders and feeders. 
Barns, $4,000 machine sheds and 
farmhouse remodeling are also 
among Newton’s projects. To main- 
tain this farm business at its pres- 
ent level, Newton conducts winter 
clinics for farmers in the area, at 
which meetings various farm con- 
struction and remodeling problems 
are discussed. 


Mauldin’s Granaries 


Another prefab program that 
has had considerable success is that 
of the Mauldin Lumber Co., Clovis, 
N. M. Its most popular item is a 
12 x 40 foot granary with a capac- 
ity of 3,200 bushels of wheat. A 
complete package down to the final 
two coats of paint, the shed has a 
double layer of mineral surfaced 
roofing and extra wall strength 
from 2 x 6 blocking nailed down to 
floor joists and to siding in each 
studspace. 


Rural Grade Rules 
Finally the farmer needs all the 
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LOADING CHUTE can be sold three ways: as a plan sheet 
(from Univ. of Ill. and other plan services), a pre-cut pack- 
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IDEAL MATERIAL for yard-built hog houses and other 
farm buildings is plywood. Purdue Univ. shed is shown 
here. 


help he can get on maintenance and 
repair problems. These the aver- 
age owner or manager of a rural 
yard is prepared to give him, even 
if it means extensive traveling. On- 
the-spot inspection of rotting tim- 
bers, twisted barn boards or 
cracked drop siding reveals much 
more than any verbal description 
by the farmer. 

Sometimes it’s those personal 
calls that count, that mean the dif- 
ference between the sale (or loss 
of a residing job, a new roof, or 
even a new building. 


A Car Pass 


It is generally agreed among 
most of the rural dealers in the 
midwest and other areas that there 
is a real opportunity to sell general 
purpose lumber. They refer to 
common boards, 1 by 4 in., 1 by 6 
in. etc. and to low grade dimension 
lumber. 

Where boards are exposed to 
weather, however, No. 1 select is 
probably best. This refers to sid- 
ing, cribbing, etc. and to boards 
that require paint. For paint to 
hold any length of time it must be 
applied over boards that are dry 


























Whe ee 


age or a pre-fabbed unit completely assembled. Farmer is 
most likely to go for latter if price is right. 
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DELIVERY SERVICE of \ omnbilite farm buildings is a i factor in added 
removed makes unloading easy. 


sales. Dump truck with sides of bed 








JOHNNY-ON-THE-SPOT is this sales sign just 
opposite stockyards in Grard Island, Neb. 





SLAT Crissinc 


iS 





POSTS AND CRIBBING are among best aan items that pete dealers can stock. 
Treated crossties can be used under sills to support floors,'also concrete blocks. 


and free of excess pitch. 

For inside partitions, bins, etc. 
that are not exposed to weather 
(roof boards could be included in 
this category), No. 2 select grade 
can be recommended. 

In selling dimension lumber for 
rafters and joists of long spans, 
No. 1 grade is to be recommended. 
For other construction, use No.. 2 
select. On some small buildings, if 
an appreciable saving can be made 
for the farmer, a No. 3 grade can 
be used. 

Some farmers would like to have 
a means of protecting their live- 
stock from cars, especially if the 
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farm is located on a highway. One 
device which many farmers use is 
a car pass. The floor may be pipe, 
but it can also be made of timbers 
or posts laid on a concrete founda- 
tion. The structure usually requires 
a gate and may have triangular 
shields at each end. Floor boards 
can also be made of 2 by 6’s. 
Floor boards and ends could be 
prefabbed at the dealer’s yard and 
dip-treated if facilities permit. 
Nobody expects the dealer to en- 
ter competition with such large 
companies as Butler Bros., Rilco 
and other farm building firms, but 
the lumber dealer can do small 


scale pre-fabbing without hav ng 
considerable shop equipment, j gs 
and a long list of specialty items. 
And most every rural dealer ‘as 
space enough in or near his yarc to 
lay out curved rafter forms. A level 
area about 30 by 35 feet is all th: t’s 
needed if he wants to lamin ‘te 
curved or semicircular roof trus: 2s. 

With cold-water casein g ue, 
some stakes driven into the gro .nd 
and some clamps attached to fc rm 
blocks, a small laminated-ra ter 
operation can get under way. If 
interested he can write to the Mid- 
west Plan Service. 
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How do you stand with this 


O- home craftsman tells another — and 
there are millions of them. 








The dealer who caters to them — gives 


them prompt service, stocks short sizes, will 
build himself a reputation and a_ stable, 


profitable business. 


Back up your service with the best prod- 


ucts — Roddiscraft — fir and hardwood 


Roddiscraft’s complete stock of products, 
needed by the home craftsman simplifies 
your buying and your bookkeeping. 

Call on us for all your needs — we can 
serve you better — you can serve your cus- 
tomers better. 


*'Reg. U. S. Pat. Off. 





multi-million member club? 


plywood, hardboard, G-E Textolite* plastic 
tops, glue, flush doors, Tite-Joint fasteners. 





NATIONWIDE KRuddigsrraft WAREHOUSE SERVICE 


Cambridge 39, Mass. ........ 229 Vassar St. 
Charlotte 6, N. C. .......... .123 E. 27th St. 
Chicago 32, Ill. ............ 3865 W. 41st St. 
Cincinnati 4, Ohio........... 836 Depot St. 
Dallas 10, Texas ........... 2800 Medill St. 


Detroit 14, Mich.....11855 E. Jefferson St. 
2425 Sabine St. 
Kansas City 3, Kan. ....35 Southwest Blvd. 
Los Angeles 58, Calif., 2620 E. Vernon Ave. 
Louisville 10, Ky. ........1201-5 S. 15th St. 
Marshfield, Wis. ...... 115 S. Palmetto St. 


Houston 10, Texas ..... 


Miami 38, Fla.......255-315 N.E. 73rd St. 
Milwaukee 8, Wis. ....4601 W. State St. 
New Hyde Park, L. I., N.Y. «0.0.0.0... 

1756 Plaza Ave. 
New York 55, N. Y. ....920 E. 149th St. 
Port Newark 5, N. J. ........ 103 Marsh St. 
Philadelphia 34, Pa., Richmond & Tioga St. 
St. Louis 16, Mo. ..3344 Morganford Road 
San Antonio 6, Texas ..727 N. Cherry St. 
San Francisco 24, Cal., 345 Williams Ave. 
San Leandro, Cal......... 720 Williams Si. 


dry 
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Roddiscratt 


RODDIS PLYWOOD CORPORATION 
Marshfield, Wisconsin 
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Season’s Greetings 
from your 


Western Wholesalers 


May we take this opportunity to express our 
appreciation of the increased business entrusted 
to us in 1952. We shall continue to serve you 
with many long-established mill contacts, knowl- 
edge of mill’s specialties, resources, manufac- 
turing and shipping facilities and a thorough 
understanding of buyer requirements. Consult 
your Western Wholesaler on your 1953 needs. 





MAUK SEATTLE LUMBER COMPANY 


3935 University Way, Seattle 5, Wash. 

WHSTERN LUMBER MERCHANTS 
Bastern Office 4 Warehouse: 

THE C. A. MAUK LBR. CO., TOLEDO, O 


Joseph A. Adair Lumber Co. 
520 $. W. Sixth Avenve 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 
PINE SPECIALISTS 


TEmple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 


700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Teletype: PD572 











Telephone: AT 6591 


Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing In Fir Gutter, all sizes and patterns. 








Morrill & Sturgeon 


Lumber Co. 
YEON BLDG., PORTLAND, ORE. 


NORTH PACIFIC LUMBER CO. 


Only The Best Northwest Lumber 
P. O. Box 7764, Portland 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 


ALEXANDER LUMBER CO. 


435 Securities Bidg., Seattle 1, Wash. 
RAIL SHIPPERS © WESTERN FOREST PRODUCTS 
Specializing in Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON 
Our 32nd Year 


S\Vitidiing fila mpany 


564 Market St., San Francisco 4, ‘Cal. 


THE MARK OF QUALITY 
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LUMBER is easily custom-cut 


~ 9 oe 


WORKMAN IN WACO, Tex., 
orders, Under new program these 
selves in six months, says owner. 





retail yard is sizing lumber to fill homeowner 
heavy-duty power tools have paid for th: m 


Sees New Sales in Sized Lumber 


Sized lumber? Who knows what 
that is? ; 

“It’s material cut to size and 
ready for use,” says W. E. Darden, 
Waco, Tex. dealer. “And we've 
found out that the average cus- 
tomer knows what we’re talking 
about,” he adds. “We encourage 
the customer to drop in on us as 
he goes to work in the morning 
and leave his order. We then proc- 
ess it and he picks it up at night 
on his way home. 

“We used to be strictly a big- 
order yard for contractors and 
builders; now we’re out to get the 
homeowner trade. Every day we 
get orders for fencing, porch re- 
pairs, stairway treads, dog houses, 
etc.— it's becoming quite a_ busi- 
ness.’ 

Old in years but young in man- 
agement, the Darden firm started 
its sizing program on the theory 
that people would buy more lum- 
ber if they didn’t have to spend so 
much time cutting and finishing it. 
Darden’s men would do the work 
for them 

Darden bought a _ heavy-duty 
planer, jointer, and cut-off saw 
which he set up in one of his sheds. 
He also added a workbench, extra 
tables and plenty of wiring for 
more lighting. Then he installed a 
sign along the sidewalk just out- 
side his front entrance. The sign 
said that the Darden Lumber Co. 


was now offering sized lumber— 


in small packages. 


“After only six months we have 
actually paid off every cent invested 
in power equipment,” Darden says. 

Darden’s men take a stick of 
lumber, cut it to length, run it 
through the jointer or planer if 
necessary —and then corner-sand 
it. This extra effort to produce 
smooth finished stock pays off. 
Customers like it because it means 
easier handling, less snags on auto- 
mobile upholstery—and less work. 

When ready to be picked up, 
orders are all neatly strapped or 
tied and wrapped in heavy paper. 
Frequently the customer adds 
paint, nails, screws — sometimes 4 
half dozen tools — to his original 
order. 

“A large number of our cusiom- 
ers are telephoning their orders il 
early, then picking them up a: the 
end of the day,”’ Darden says. 

A typical example is the f llow 
who had been putting off a f nce: 
repair job for years. Then he ! eard 
about the Darden Lumber ©o.3 
sizing idea and that was er ugi 
to make up his mind. He pro: :ptly 
called in his order. 

Out of this new packagin, ex 
perience has come other ideas fo 
creating additional sales. In Dat 
den’s words, “we are cur entl! 
planning to extend the shovy rool! 
inventory to ie more 1) tht 
average ma 
back this up with other ser ices’ 

Other dealers might try Da den’ 
idea—just for “‘size.” 
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with this NEW 
| POWER-PACKED 


Chain Saw 
leading the way 
to greater sales 
and increased 
profits. 
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CHAIN SAWS 


for you! 


NOW YOU TOO CAN 


BENEFIT BY SELLING 
THESE FAST MOVERS 
IN YOUR AREA 


MALL TOOL 
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Phone, wire or write today 


for dealership particulars Company 
\ \ 7740 South Chicago Avenue 
\\\ ly \ Chicago 19, Illinois 
Xd » 4 Dept. 7733-8 1000 Tools for more than 1,000,000 Jobs 
SS re] 4 
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LUMBER has eye-appeal 
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PANELING HARMONIZES nicely 


with 


Photo courtesy West Coast Woods 


most other building materials. The 


current trend toward more visible floor space reveals a beautiful example of 


pegged flooring. 


STORE DISPLAYS showing various 
styles of paneling and methods of ap- 
plication have helped boost sales in 
this department for the Evanston, III. 
vard of the Edward Hines Lumbe: 


How to Sell and Apply Wood Paneling 


By WALDEMAR de BILLE 





WALDEMAR de BILLE 


For the past 14 years, the author 
was manager of one of the Hines 
Lumber Co. Chicago suburban yards 
which specialized in paneling. He has 
become recognized as a national au- 
thority in hardwood paneling and is 
now associated with the U. S. Ply- 
wood Corp. 

Owing to space limitations, he has 
only touched on the subject of mer- 
chandising. However, he has prom- 
ised to answer promptly any inquiry 
regarding paneling addressed to him 
in care of this publication. 
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These tips from a paneling expert will help 
you sell better homes at better prices. 


Over the years a number of pro- 
gressive dealers from various parts 
of the country have asked me if 
the time, effort and space involved 
in the presentation of wood panel- 
ing paid off. I have always been 
able to answer this emphatically 
in the affirmative. 

It pays off not only in dollars 
and cents from the increased dol- 
lar volume of sales of the paneling 
itself and the collateral sales which 
are certain to be added, but great- 
ly adds to the prestige of the lum- 
ber yard that is prepared to do a 
good job along these lines. 

Paneling is the glamor end of 
the lumber business and draws 
people to the yard who ordinarily 
would never enter your doors. 

The dealer who intends to go 
after this type of business aggres- 
sively cannot be satisfied with lin- 
ing one wall with knotty pine and 
having a few samples of other 
woods gathering dust in some out 
of the way place. Every merchant 
knows he can only sell what he 
displays. And in the display he can 
avoid pitfalls that can be costly. 

Stock and display as few solid 


hardwoods as is consistent with a 
well-rounded showing of panelings. 
There is sound reasoning behind 
this and experience will bear it 
out. The source of supply is not 
consistent in solid hardwoods and 
you will be required to accept re- 
turns and give some selection. 

Even by keeping this down to 
the minimum you will find that you 
will wind up with a bottom of the 
bin supply that is only good for 
kindling wood and a consequeat 
substantial loss in footage. Ther:- 
fore even the lumber yard specia! 
izing in fine panelings is comi) 
more and more to a predominan 
of display of hardwood plywoo 
which are always available a 
with the rapid increase in numb 
of regional warehouses of the p!.- 
wood companies stock can be ke >t 
to a minimum. 

In displaying and selling pan 1- 
ings, I believe that one of the fist 
things to overcome is the demand 
for specified 8’ lengths. Instull 
your displays using the verti-al 
panels from ceiling down 6’ or 7’ 
and then run the remaining cne 
or two feet horizontally. 
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Co., managed by the author for many 
years. Knotty cedar, woven redwood, 
curly redwood and Japanese Tamo are 
1 few of the several woods shown 
here. 


You should have as a “horrible 
‘xample” one panel running ver- 
cally from ceiling to floor and a 
comparison of the beauty and in- 
erest in the combination of ver- 
eal and horizontal with the all 
ertical helping make the sale. 
‘his together with a training of 
he sales staff in a brief history 
wood paneling usually swings 
e customer away from the desire 
use the all vertical. This is es- 
ential in solid woods and highly 
sirable in plywoods. 

Just a few words with regard to 
tle history of paneling. When the 
nobles in the Middle Ages began 
to be conscious of. the need for 
beauty in their homes they turned 
in many instances to wood panel- 
in: to finish off their walls. In the 
grat halls of the English castles 
oax was the principal wood used 
fo paneling. In almost every in- 
st: nce the paneling was installed 
in large squares surrounded by 
he vy mouldings. 

_ iver the centuries little change 
In this type of paneling was ob- 
served and when the wealthy 
planters and industrialists of the 
American colonies built here they 
followed the same pattern. But 
Sradually houses began to shrink 
In size and these patterns became 
too heavy for the average home. 
Designers then experimented with 
the divided wall—vertical above a 
heavy chair rail and vertical be- 
low; in later decades to the dado 
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Will Help Sell Paneling 








Display board of paneling samples which is being made available 
by one company to retail dealers. These panels are lightweight and 
easily carried by the salesmen or contractors to their prospective cus- 
tomers. The panels are self-supporting or may be wall-hung. 

The eight woods shown in this display, left to right, are pecky 
cypress, knotty cypress, wattled walnut, cottonwood, butternut, wattled 
cherry, wormy chestnut and sycamore. Each panel will be identified 
at the top with a colored tape which will match the respective 4-inch 


sample. 


NEW WALLS 


FOR OLD... 


QUICKLY 
AND 
ECONOMICALLY 
WITH 


wooD 
PANELING 


You can remodel the ever: 








89 4 mo. on tho 
5 Budget Plen ~ 

18 mos. to phy 

LA; (°376' Knotty Pino; <-No.2 

B Fir Giets; 40° cach of base; 
ZzZ-%, 032 shoe: cove moulding; 
- 7% neils.) 


LONG BELL YARDS show how eco- 
nomically wood paneling can be in- 
stalled by breaking the project down 
to monthly payments. 





height. This latter was fairly satis- 
factory so long as ceiling heights 
were 9’ or 10’ but became out of 
proportion for the 8’ ceiling height. 
Around the turn of the century 
the ceiling to floor all vertical 
paneling became the vogue. It was 
simple to install, carpenters liked 
it, and the two or three species of 
lumber most used were available 
in large quantities and in the 
lengths required. No designer was 
really happy with this trend but 
the lumber dealer could get 8’ 
lengths, the carpenter could be less 
skilled in installation, and the pub- 
lic was satisfied, so why change? 
About 12 years ago designers 





began to ask for a change; the 
public became tired of the mo- 
notony of the all vertical, and the 
lumber dealer found it increasing- 
ly difficult to obtain—even in knot- 
ty pine—a sufficient quantity of 
8- and 16-foot lengths. 

The trend is very definite now 
toward the divided wall, but never 
higher than 2’ in the horizontal 
above the floor and in solid woods 
with the joints butted between the 
vertical and horizontal and no in- 
termediate mouldings. 

In the case of fine hardwood ply- 
wood panelings a v-joint or a small 
‘46’ half round is usually used to 
accentuate the division. Another 
trend which has beauty and in- 
terest to make it popular is to re- 
duce the width of veneered panels 
from the common 4’ to 2’ and the 
dividing joint accentuated in the 
manner described above. Many of 
these panels can be obtained in the 
narrower widths or can be ripped 
easily to the desired width. 

Substantial savings can be ef- 
fected by the purchase and sale of 
the shorter lengths in plywood 
paneling which is an added induce- 
ment to the designer and home- 
owner to use this method of appli- 
cation. These shorter lengths are 
usually more readily available than 

(continued on page 128) 
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Here, for the first 
time in the history of the lumber 
industry, is an advertising pro- 
gram that is custom-tailored for 
you—doesn’t demand any of your 
time and is practically guaranteed 
to bring results. This program 
is now being used successfully by 
1,347 lumber dealers like yourself 
from coast to coast. . . HOME 
Maintenance & Improvement 
magazine. 


HOME Maintenance & Improve- 





ment is a big 68 page how-to-do-it 
magazine that we mail four times 
a year to a mailing list of your 
customers and prospective cus- 
tomers. It is packed with ideas on 
how to build, remodel, and repair 
—ideas that bring the reader or 
his neighbor right into your store 
to buy the products HOME mag- 
azine tells about. This is not just 
nickel and dime business, but big 
business like “house jobs,” com- 
plete materials for recreation 
rooms, garages, porches as well 
as big new sales in hardware, 
tools, paints; in fact, HOME sells 
everything you carry. See a copy 


and see what we mean—mail the 
coupon today. 


The readers come to you because 
you send him the magazine. Your 
name is on the cover and there is 
a full page ad devoted to you in- 
side the magazine. The editorial 
articles and yes, even the adver- 
tising tells the reader to come in 
to see you. HOME is the only 
publication in the lumber industry 
written solely for you, the lumber 
dealer, to sell a// the products you 
carry. Write for your copy today. 


The only cost to you is a service 
charge of 44c per year which i: 
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ess th : lca wk. per every name MAIL relell} -Ye),'| TODAY FOR YOUR 


jouw 4 us to serve. This charge | 

isbase on the cost of imprinting t R a & C€ @ | » Y @ ) a b6 a4 re) pe & 79 
€ co ers of HOME with your . ; 

Compe y trademark, address and : 
tlephc xe number; the cost of 

Makin» address plates for your 

hailin; list, the complete han- I am interested in the possibilities of your HOME Maintenance & Improve- 


dling ¢ your list and it even in- ment magazine to build bend sales and profits for 1953. Without obligation, 
clud . please send me a copy of ‘““HOME” and more details as soon as possible. 
Mludes our paying the postage. 


Our Customer-Prospect list is approximately: (Please check closest .figure) 
art the New Year right—right Less than 500 [] 500(] 1,000 (] 5,000 [] 10,000 [] Over 10,000 J 
now. hail the coupon today ee 


mr your FREE copy of HOME Company 
Rnd complete details on how 
Fou car. make 1953 your big Addvess 
r= fo: new sales and profits. 


My Name......-.« sciaaistneiesien MM UMeesimas siete bictenesasener eee 


MAIL TO: ‘HOME’ Magazine, Dept. C-1 
139 N. Clark Street, Chicago 2, Illinois 














LUMBER attracts attention 





a 


SOLID LUMBER BENCH is seen in 
the reception room. 





HUGE CROSS-SECTION of redwood 
tree attracts attention. 


Unique Display of Lumber 


“Goods of the Woods” 
is more than a slogan at 
the E. K. Wood Lumber 
Co. headquarters in Los 
Angeles. 


Everyone visiting the E. K. Wood 
Lumber Co. in Los Angeles is 
bound to be impressed with the 
lumber products this company 
wholesales and retails. 

In the reception room is a solid 
bench fabricated from a_ giant 
Douglas fir log estimated to be 155 


years old. The seat is hand-carved. 
E. K. Hall of the E. K. Wood Lu a- 
ber Co. tells this story behind t.e 
bench. 

It seems when the tree was cut 
a burl was noticed near the trur k, 
Ordinarily, this growth would have 


been slabbed off in the squaring- ip | 


process, but the saw ran into so id 
rock when it reached the burl. 

Apparently, many years befo:e, 
a large rock rolled against the tree 
and over a long period of time te 
tree had encompassed the rock, 
Since the burl fanned out to maxe 
a natural back, someone at the mill 
suggested a bench. Like the cross- 
section of the California redwood 
outside the office, the bench carries 
the firm’s slogan, “Goods of the 
Woods.” 

The age of the redwood “must 
be terrific,” says Mr. Hall, “as the 
diameter is approximately eight 
feet and the annular rings on the 
outer two feet are too fine to 
count.” 


The ‘cross-section specimen was 


first used as an exhibit at lumber 
conventions before being turned 


. 
over to the E. K. Wood Lumber Co. 









GOLDBLATT 


Mason Tools 


Give You... 











_~ © Greater Profits ° Faster Turnover 


<— Satisfied Customers °* Repeat Sales 4 





SEND TODAY FOR THE 1952 CATALOG — Write 
for your copy of Goldblatt’s illustrated catalog om 
describing the most complete line of the finest 


masonry tools and equipment. 
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Goldblatt Tool Co. 


1924 Walnut St. 





ONE SOURCE FOR 
ALL NEEDS — Buy all your 
masonry tools from 

Goldblatt — one orde:, 

one shipment, one billinc. 

Easy, convenien’. 

ATTRACTIVE DEALE® 
DISCOUNTS — Goldblatt sel's 
direct to dealers — is able t» 
offer attractive dealer discount. 


Kansas City 8, Mo. 


FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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| : DE WALT 3 adjustment action — 


HELPS YOU 


You perform many operations —ripping, bevel ripping, 


aitering, tenoning, dadoing and others—a total of 15—in 
ss than 15 minutes! 

Where most machines require at least 4 adjustments, 
Je Walt’s “3 adjustment action” makes it possible to posi- 
on the saw for any desired cut—in seconds! 

This flexibility speeds up cutting, reduces operator 
\tigue, and enables a De Walt to turn out as much work 
1 ten minutes—as other machines will in fifteen. 

De Walt offers you unmatched precision, speed and 
ersatility. You rip at speeds up to 90 feet per minute, run 
1oulding, turn out window frames and many other items. 

Many operations can be performed by a De Walt 
Ye Luxe Power Feed Attachment with self motor and end 
»llers. These include ploughing, straight or bevel rabbeting, 


— a a oa oe ae oe oe oe oe oe 


OI a 


(PRE 


es 


TO CUT FASTER... 
AT LESS cost! 





DeWaut 


gives you 

[5 set-ups, 
[5 different cuts 
'...in less than 

15 nieetes! 









single head shaping, tongue and grooving and single-head 
moulding. You start the material—the power feed does the 
rest. You get safe, automatic performance and perfect re- 
sults every time. Power feed operates at three speeds—22'2, 
45 or 90 feet per minute. ‘ 

See how De Walt’s “3 adjustment action” saves you 
time...saves you money. See your De Walt dealer or mail | 


coupon below. 





DeEWaur 


POWER SAWS 


DE WALT INC., Lancaster, Pa. 
Subsidiary of AMERICAN MACWINE & FOUNDRY CO., New York 


MAIL THIS COUPON TODAY! 


OF ee eS ee ee ee ee ee ee ee eee GS Ge GS Ge ee Gee Ge Gee Gee Gee Gee Gee Gee oe Gee ca Gum 


, DeWalt Inc., Dept. A-12, Lancaster, Pa. 


Please send me full details on the De Walt Radial Power Saw Line. 


Please send me your informative ‘Saw Tips’’. 
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LUMBER is a versatile material 


also speeds drying process. 


New Trends in Millwork 


Beauty and serviceability are 
combined in the latest cabinets, doors 
and windows designed to meet today’s 
living conditions. 


New functional types of windows, sash, doors and 
cabinets are being made available to the homeowner 
by the retail lumber dealer. 

Through the latest developments in research, engi- 
neering and design, the millwork industry has kept 
pace with the latest building trends. 

Wood window units, for example, completely assem- 
bled for quick and easy installation, are rapidly gain- 
ing in popularity. Such units embody all essential 
components such as balances, weatherstrip and pre- 
servative treatment in a single “package” and insure 
ease of operation, durability and complete consumer 
satisfaction. The natural insulating qualities of wood 
insure a minimum of heat loss and moisture condensa- 
tion, thus adding to the comfort and convenience of 
the modern home. In this age of brilliant interior dec- 
oration, the wood window unit is ideally adapted be- 
cause of the ease with which it can be finished in 
various colors or changed at will to harmonize with 
any desired color scheme. 

While the traditional double-hung window is still 
outstandingly popular, the modern trends in residen- 
tial architecture have created widespread demand for 
the fixed picture sash of large glass area, flanked 
either by double-hung, casement or awning-type win- 
dows. Home styles which accentuate horizontal lines 
have popularized the “ribbon” type of windows and 
sash, both fixed and operating. Several millwork fac- 
tories recognizing the popularity of fixed sash using 
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VACUUM-TREATING PLANTS for millwork provide pressure for faster absorp- 
tion of treating solution than under normal atmospheric pressure; final vacuum 











auf 


DUAL-PURPOSE corner cabinets play 
a new role in home convenience and 
efficiency. 


the newest types of insulating glass, are now produc- 
ing the wood framing for such sash in a variety of 
sizes. Stock frames of this type facilitate the instal- 
lation of picture sash by eliminating the need for 
building such frames at the building site. Regardless 
of the kind or type of windows and sash required for 
today’s home styles, the millwork industry is produc- 
ing them and they can be supplied by lumber and mill- 
work dealers in every city and town in the country. 

Decorator doors typify a new style of panel doors 
specially designed to fit the modern decorative scheme 
of home interiors. Regardless of the variety of colors 
used for walls, interior trim, drapes or furnishings, 
the decorator door can be finished in one or more colors 
to harmonize perfectly. Frequently the panels will be 
finished in the dominant color while the stiles, rails 
and mouldings will carry matching or complementary 
colors to emphasize the color ensemble of the room. 

Decalcomania prints and wall paper may be used 
instead of paint. Furnished in a wide range of designs 
and styles, decorator doors are perfectly adapted to 
any and all types of architecture from the modern 
ranch house to the traditional colonial. Like all other 
items of standard stock woodwork decorator dowrs 
are available at lumber yards everywhere. 


Window Research Under Way 


Is it possible to make inexpensive wood dura le 
enough for windows without rotting or warping 

Studies are being made at the forestry depzrt- 
ment of the University of Illinois in an effort to 
answer that question. Window assemblies, includ ng 


louvers, sills, trim and glass moulding have ben 


pressure treated with a water-repellent solution of 
pentachlorophenol, then installed in several of he 
new campus buildings. 

The Small Homes Council and the Forest Prodi cts 


Laboratory, Madison, Wis., are cooperating in he [ 


study. A careful check on warping, rotting «nd 
paint-holding ability of the treated window part: is 
being made. Results will not be known for sev ral 
seasons. 
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COMBINATION WINDOW UNIT featuring matched win- 
dow, storm and screen is helping the Redford Lumber Co., 
Detroit, step up sales. Self-demonstration exhibit attracts 
favorable attention. 


Door units, like window units, typify a new but rap- 
idly growing development in millwork which saves 
time and reduces installation costs. Complete with 
jambs, stops, doors and door hardware, these modern 
door units are furnished as a single package insuring 
perfect fit with no waste of material. 

Vacuum treating plants are a new arrival in the 
field of water-repellent preservative treatment of mill- 
work at the factory. Although the treatment of wood- 
work to prevent decay and reduce shrinking and 
swelling has been standard practice with most fac- 
tories for approximately 15 years, the new vacuum 
meihod appears to have several advantages over the 
dip; ing or immersion method. 

The vacuum provides pressure for faster absorption 
of {he treating solution than is possible under normal 
atmospheric pressure; and by the use of a final vac- 
uun: quickly withdraws the solution from the surface 
por s of the wood and thus reduces time for volatiliza- 





) Woop 
three 





op sash in this nine-light installation are.shown in 
/4Wnine position; the center three are fixed and the bottom 
) three 2re in hopper position. 
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DECORATOR DOORS finished in one or more colors add 
a modern living note to home interiors. The wood louvered 
door, seen beside the decorator door exhibit, combines 
ventilation and privacy. 


tion or “drying”. The large capacity of the vacuum 
plants not only permits the treatment of larger items 
of millwork than the dip method but also treats a 
larger volume of items in a given length of time. The 
vacuum method is another progressive development in 
the realm of water-repellent preservative treatment 
of millwork which again emphasizes the wisdom and 
necessity of treating all millwork for exterior use. 


Wood cabinets are playing a new and important role 
in home convenience and efficiency. Modern kitchen 
units meet every need of the housewife for utility. 
Corner cabinets for the dining room and living room 
provide ideal receptacles for china and crystal or for 
books and bric-a-brac. 


Wall cabinets are now extensively used for parti- 
tions between rooms and provide additional storage 
space for clothing, linen, blankets, books, dishes, toys 
or other household utensils. A further advantage of 
wood cabinets is the ease with which they can be fin- 
ished in a variety of colors to harmonize with other 
interior woodwork and the general color scheme. 


Combination units embrace combination screen and 
storm sash for the window openings and combination 
doors for exterior door openings. The combination 
screen and storm sash provides an efficient storm win- 
dow for the winter season and a screen for summer. 
Conversion from one function to the other is easily 
and quickly done from the inside of the house. 


Combination doors accomplish the same results 
merely by changing the insert panel from screen to 
storm door or vice versa. Here again the natural insu- 
lating qualities of wood combination units reduce to a 
minimum the heat losses and moisture condensation 
due to cold outside temperatures. 

Modern stock millwork is manufactured in conform- 
ity with the provisions of rigid commercial standards 
published by the commodity standards division of the 
U.S. Department of Commerce. It is distributed by 
woodwork jobbers throughout the entire country and 
readily available at local lumber yards in every city 
and town—large and small—in the United States. 
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LUMBER improves with treatment 
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STOCKPILE OF POLES and posts in 
Union Grove yard is evidence of good 


farm market. Huck sells about $5,000 
in poles and posts a year. 


VAT-DIPPING its own low 
grade lumber, Florida yard can 
treat 16,000 lineal feet per day. 


=o 


Treating Makes Lumber Better 


Tell the public about wood preservatives 
and you'll sell more treated lumber. Vat-dip your 
own or buy from some 300 treating plants and 
you'll create markets for cribbing, decking, posts, 





DOING A WHALE of a farm business 
in southern Wisconsin is Clifford Huck, 
mgr. of the Union Grove Lumber Yard 













poles, snow fence, sleepers and splash boards. 


Two structures which have 
sprung up in the past few years 
to give farms a new look are the 
pole barn and the pole crib. The 
pole barn, of course, dates back to 
the pioneers—to the time when 
timbers and poles were cut from 


poles cost too much. 

Farm loans are now available 
for pole cribs and other grain stor- 
age buildings, so that financing is 
no longer a problem. The Procduc- 
tion Marketing Administration says 
the farmer can now borrow £0% 
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local growth. Out of fashion for a of the total cost of the structuref Po 
long time, the pole barn has had a which includes facilities for storingf ®m 

rebirth—due largely to the efforts oats, barley, wheat, soybeans and} 

of the Doane Agricultural College other grains. 
in St. Louis. Dealers and their farm custor ers 

Pressure » ii With the pole barn has come the may obtain further informatiol} ye, 
Ire le i pole crib. Neither takes expensive through their county agents ani] 5, 
Caled foundations. Both are made to _ offices of county committees. / 100 
WOLMAN IZED order for the farmer who wants The farm market, of cours’, *| > oy, 
efficiency and low cost in his farm just one of many open to de lef) ang 
COW PEN buildings. selling treated lumber. Anoth r #}/ cep, 
LU MB The whole secret of the pole the urban market. Here is wer B 
ER barn’s success is its durabilitv. penta and other similar prescrv@}) go ; 
When properly treated, poles last tives are doing a job, and witelt}) oop. 
as much as five times longer than the opportunity for promotion eal-| and 
untreated ones. This is the fact ly exists. | 
COUNTER SIGN in Mulberry. Fla. that should be emphasized when Take the Jordan Lumber (0. ber; 
yard pushes pressure-treated ‘lumber the farmer complains that treated Memphis, Tenn., for example. Las} app: 
82 December 15, 1952, AMERICAN LUMBERMAN (f@ By; 
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ONE OF MANY cribs built from Huck’s 
poles is this on the Tom Robinson farm. 








PO'.= BARNS are also a Huck specialty. 
am; e is on George Graberac farm, south 


yea: it went in for vat-dipping its 


own lumber—and saw its sales rise 


100‘. This year it installed its 
OWn pressure-treating equipment 
and »xpects to see even higher per- 


| Cent. ges of sales. 


But it took some advertising to 
do it. The public was made penta- 
cons: ious thru posters, newspapers 
and direct mail advertising. 

The Mulberry Lumber Co., Mul- 
berry, Fla., has somewhat the same 
approach but on a smaller scale. 
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Similar crib, but larger, is on the Whit- 


ley farm. 


Most recent ex- 
of Union Grove. 


It pushes ‘‘Wolmanized” cow pen 
lumber with a large sign at the 
counter. A, Waco, Tex. yard does a 
similar job with an outdoor sign, 
driving home the idea that treated 
wood outlasts the untreated va- 
riety. 

Another Florida yard, the Penin- 
sula Service Co., Inc., Miami, sells 
decking for walks, solariums, piers 
and duck boards for kitchens. 
Owner J. A. Crouch figures that 
treated 1 x 3 decking lasts about 


PUTTING IN Posts ¢ 


if 





S KOPPERS 
-2EQSOTED wTREATED 


SIGN OF CIRCLE Lumber Co., Waco, 
Tex., emphasizes treated lumber. 





Mes Rie Boe < 
ourtesy of Dow Chemical Co. 


TRUSSED RAFTER is trademark of pole barn, can be 
assembled in dealer’s own shop and trucked to site. 


twice as long when not treated. 
Other uses to which Peninsula puts 
its lumber is in construction—-sills, 
plates, headers, etc. And it rips up 
1 x 3’s, treats them and sells them 
for sleepers over concrete floors. 
Owning a simple vat for treating 
his lumber enables Crouch to keep 
ahead of his competition. It’s an 
extra service, a door-opener, that 
other yards in the area can’t 
match. It may be that they will 
soon adopt the idea, however. 
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LUMBER builds the best house 


A Lumberman Builds His 





with new research-tested techniques that... 


New building techniques that 
fight waste—in space, in materials 
and in man-hours are seen every- 
where in a new home recently com- 
pleted by Don Lampland, treas- 
urer, Lampland Lumber Co., St. 
Paul, Minn. 

Inspired by the suggestions from 
the Small Homes Council, Univer- 
sity of Illinois and the Lumber 
Dealers Research Council, Lamp- 
land has built a home that’s a 
challenge for other dealers inter- 
ested in better housing at reduced 
cost. While Don’s home is an elabo- 
rate ranch-style, the ideas may 
easily be used for the modest 
bungalow with the same solid sav- 
ings and improved construction. 

Contractors who have visited the 
home say, “it’s years ahead of the 
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size 


plumbing, heating, wiring 


lumber, 36% less labor 


times”, but Lampland believes that 
it is not an experimental house— 
that all of the ideas have been 
thoroughly tested in use. 

The floor plan includes four bed- 
rooms, large dressing rooms, two 
bathrooms, playroom, combination 
dining-living room, kitchen with 
utility area and a large garage and 
storage room. 


Wood featured. The home uses 
the warmth and beauty of wood 
wherever possible. Paneled walls 
are of redwood, vertical grain clear 
fir and knotty cedar. Ceilings, ex- 
cept for the kitchen and baths, are 
of striated select white gum ply- 
wood. Kitchen cabinets are of oak 
and an oak parquet floor covers 
the living-dining room area. Strip 
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feature wood competitively on walls and ceilings 


provide an expansible home for changing family 


use low cost, site-built storage walls 


save $800 on a basement foundation that simplifies 


utilize the “W” roof truss which requires 28% less 


oak floors were installed in the 
bedrooms. 


Lampland discovered that his 


wider use of wood was stricily | 


competitive on a price basis. ‘n- 
stallation was easy and fast. Base- 
boards, for example, were not “e- 
quired, saving at least $80. As de 
from cost feature, Lampland p’e- 
ferred wood for its durability and 


ease of maintenance. Redwood ¢d- | 


ing was used on the exterior end 
shaped fir gutters heightened ‘he 
rambler effect. 


Fully expansible. One of the mst 
interesting features of the home is 
that it can meet the constantly 
changing living needs of a fam ly. 
Interior walls can be moved from 


place to place without chang:ng| 
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F TRUSSES go up in a hurry be- 
they are assembled on the 
id, lifted into place and fastened 

















INTERIOR WALLS were put into place in this manner. Exterior walls, ceilings 
and flooring were installed first and then interior walls were nailed into place. 
Interior walls may be changed at any time to accommodate new requirements of 


metal brackets. This truss re- 
s 28% less lumber, 36% less la- 
» build. 


family needs. 
qui 
bol 





= ma. 





Be S28 : 
COST storage walls were built with hardboard and gypsum board on the 


ing plans supplied by the Small Homes Council. Doors, too, were made 
site. 





4 LOW 
Hjob 1 
*0n tl 


‘the } rmanent partitions, extensive was used to achieve the large, open 

‘re-wi'ing or floor patching. Whole interiors required for movable 
1 the |mew cooms can be created, old walls. 

— enlarged or an entire new Equally important is the fact 
t his [apartment constructed. that the “W” truss saves on con- 


tric‘ly |} When the home was built ex- struction costs. A recent study by 


s. ‘N- | terio: walls were erected and fin- the HHFA showed that this truss 
Base- | Ashed ‘irst. Only the exterior walls required 28.4% less lumber and 
ot “e€- | and tc interior living-dining room _yeduced man-hours for fabrication 
As de} Walls bear the load of the roof. py 36.8%. The truss permits lap 
d pre-| Next he floor was completely laid 


joining rather than butt joining 
ty and) throu-hout the entire house. In- 





which means expensive measuring 
od sd-| terior walls then followed, fastened and fitting. Other features: assem- 
or end | top, bottom and sides by nails not bly on the ground; metal shear 
a ompi-tely driven home. The walls rings to join key parts, saving nail- 
may ‘e easily unfastened with a ing time; metal brackets to fasten 
e mst | law hammer and moved to a new the truss to the house, eliminating 
rome is Mgecation. conventional toe-nailing. The nails 
stanly] New truss the secret. The Fink are driven into the brackets hori- 
fam ly: Fr “Ww truss, improved and sim- zontally giving the roof greater 
d fro™) Blifiea by the Small Homes Council, strength to resist high winds. 
rang Ng | 7 
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THE KITCHEN utility section follows 
ideas suggested by Cornell University. 
Walls and ceilings are pre-decorated 
hardboard, floors of plastic tile. 


Planned storage. Using funds 
granted by the Lumber Dealers 
Research Council, the Small Homes 
Council only recently completed a 
study of family storage require- 
ments. Developed as a part of this 
study was a revolutionary hard- 
board and gypsum closet-wall built 
with standard modular-sized ma- 
terials available at any retail lum- 
ber yard. Full, easy access to all 
parts of these floor-to-ceiling 
closets make them especially desir- 
able. Sliding trays and drawers 
provide convenient storage and 
save buying furniture. Lampland 
uses these new closets in almost 
every room and gains over 78 lineal 
feet of valuable storage space. All 
the closets were built on the job. 

Entirely original with Lampland 
were the doors he designed for the 
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SLATTED WOOD curtains give pri- 
vacy in the bedroom closet wall, shut 
out dirt and dust, yet permit ventila- 
tion for the entire closet. 


storage walls. He constructed doors 
by fitting T & G paneling together 
and surfacing the back with 1%” 
hardboard secured with wood 
screws. Total cost of the average 
door was about $6.50, a 50% sav- 
ing over a mill-fabricated door. 


Modern kitchen. “Build the cabi- 
nets to fit the woman. Build the 
shelves to fit the supplies. Build 
the kitchen to fit the family.” 

This quotation from a. bulletin 
on kitchens published by Cornell 
University guided the design for 
the Lampland kitchen. The layout 
permits food to follow a logical 
sequence from refrigerator to mix- 
ing counter, to the range and final- 
ly to the dining table. The utility 
area offers the same planned se- 
quence starting with the sewing 
machine, clothes sorting, automatic 
washer, dryer and ironer. 

Special millwork was required 
for the kitchen but Lampland 
found that because a definite space 
was provided for everything the 
total cabinet space could be dras- 
tically reduced. For this reason the 
total cost for custom kitchen cabi- 
nets actually compared favorably 
with stock units with high shelves 
that are rarely used by the house- 
wife. Walls of the kitchen were 
surfaced with colorful, pre-deco- 
rated hardboard; floors are the 
newest plastic tile. 


Plumbing simplified. The plumb- 
ing was installed before the floor 
was laid beneath the four-foot 
crawl space. Free of beams, this 
space permitted routing in straight 
lines at lower cost. Pipes were 
thrust up at designated places, 
ready for connections when floors 
were laid. Expensive elbows and 
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WALLS OF REDWOOD and oak parquet flooring are a feature of the living- 
dining room. The ceiling is of striated white gum plywood. 


pipe fittings were frequently elim- 
inated. Free routing of pipes in the 
crawl space makes it easy to add 
new bathrooms or other fixtures at 
a later date. 


Basement saving. About $800 
was saved by building a four-foot 
foundation, one-half conventional 
height. Entirely clear, except for 
several girders beams, the crawl 
space provided straight avenues 
when installing plumbing, heating 
ducts and wiring. Vapor paper on 
the earth floor eliminated a base- 
ment floor. Shorter posts and no 
stairway further cut costs. Elimi- 
nating the basement was justified 
because of adequate planned stor- 
age in the house itself. 

Saved on floors. Flooring was 
laid wall to wall before interior 
walls were installed. Laying floors 
in this manner speeded the appli- 
cation because cutting, measuring 





Promotion Calendar 


A week-long open house was 
used by Lampland to sell the en- 
tire community of the advantages 
of a research designed home. Steps 
ia the promotion included: 


1. A letter by the contractor to his 
sub-contractor telling of the open 
house. 


2. An invitation to neighbors in the 
vicinity of the house for an ad- 
vance showing. Refreshments were 
served. 


3. A special showing for employes 
of the Lampland Lumber Co. 


4. Invitations for an advance 
showing to local lumber dealers 
and contractors. 


5. Newspaper advertising and pub- 
licity inviting the general public to 
the open house. 
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and fitting was minimized. “he [ 


huge saving in man-hours justi ‘ied 
the extra material used. 

Ceilings of striated plywood were 
applied in full sheets further cut- 
ting costs. Paneling was installed 


on all walls and required fitting | 


only around doors and windows. 


No return ducts. The Lampland f 


home uses forced air gas heat with 
no return ducts, a feature which 
saved $200 or more. Heat is car- 


ried through ducts from the fur-— 
in straight lines through 
the four-foot crawl space. It rises > 
through wood floor louvers along> 


nace 


the exterior walls. Wood louvers 
save about $10 per unit. 


Warm air, circulated throughout f 


the home by a blower fan, returns 
to the furnace through floor louvers 
near the center of the house. Re: 
turn ducts are not needed since 
the return air, once in the craw 
space, can only be forced under 
pressure of air following. This 
warmed air circulating beneat' the 
floor serves to keep it warm ani 


also ventilates the foundation aref 


without bringing in cold ov tsidf 
air, as is normally done. 


Saved 10% or more. Lam lanl} 


estimates he saved at least 10 % lif 


using the research technique: ¢ 














veloped by the Lumber D: alent 
Research Council and the ‘maf) 
Homes Council, University o° Ilif 
nois. 

He believes that dealers whi} 
successfully sponsor these id as )} 
their communities sell more | mb} 
and other building materials thi 
they improve their relation: wif 
contractors by saving them 102‘ 
and that finally the home wi) 
gets a vastly improved hous: . 
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For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware . 

guality produced by 

Griffin. 
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Bi Seer DOOR NEEDS THREE! 


~( sRIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 








THE B. S. ALDER COMPANY 5 
45 Warren Street 
New York 7, N.Y. i 
HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS E. H. FARRAR 
1638 Nichols Parkwoy 917 St. Charles Avenue 6637 Golf Drive 
‘ansas City, Missouri Atlanta, Georgia Dallas 5, Texas — 
WILBUR H. DAVIS H. C. GLOVER CHARLES L. LEWIS 
1639 W. Fargo Avenue 2611 Garrison Blvd. 1355 Market Street 
Chicago 26, Illinois Baltimore 16, Maryland San Francisco 3, Calif. 
GEORGE A. GREGG ROY L. ROGERS R. F. BEVERS 
134-6 Wyoming Avenue 1620 Garfield Street 4524 East 60th Street 
Detroit 21, Michigan Denver 6, Colorado Seattle, Washington 
AUSTIN & EDDY INC. W. C. MEIBAUM & CO. L. G. FULLER, JR. 
115 Broad Street 6954 Oleatha Avenue 644 Wellington Road 
Boston, Massachusetts St. Louis 9, Missouri Jackson 6, Mississippi 
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PREFINISHED 
WALL PANELS 





“excellent for remodeling...’ 


...says Little Rock dealer. 


Mr. G. S. Rex Sharp, Manager of The 
Arkmo Lumber Co., in North Little Rock, 
Arkansas, says "we like to handle A&F 
Wallboard because it is prefinished, ex- 
cellent for remodeling and is in demand 
particularly from those who have used 
it." Mr. Sharp states that he recommends 
it to customers because it is "good mer- 
chandise, and customers are well pleased, 
as evidenced by our state-wide demand." 


You, too, will be well pleased 
with the complete AFCO Pre- 
finished wall panel line, includ- 
ing the many dealer aids that 
mean additional profits, faster 
sales, more satisfied customers, 


FOR ADDITIONAL 
INFORMATION, WRITE 


A & F TILEBOARD CO., INC. 


ALEXANDRIA, LOUISIANA 
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LUMBER always fills a building need 





NO. 3 COMMON for studs and sheathing will save money and give satisfactory 
service. Homeowners are grateful to you for helping save them money, says 
dealer S. L. Allen in Oswego, Ore. 


There’s Profit in Lower Grades 


Direct building sales from promotion pro- 
gram aimed at the “right grade for the right use,” 
says the West Coast Lumbermen’ Association in 
letter to AL&BPM’s editor. 


Dear Art, the effort was economically sound. 
Your letter inquiring about the If it succeeded, building costs 
status of our “Use the Right Grade would be lowered, lumber would be 
of Lumber” program is particu- used more efficiently, and the vol- 
larly interesting because we have ume of material available from our 
just been going through the files forests would be extended by per- 
to see what should be kept as a haps 25%. 
matter of record and what The effort has succeeded. Today 
shouldn’t. the lower grades of lumber, prop- 
What has impressed me most is erly used, are firmly established in 
the tremendous part played in this this country’s construction pro- 
campaign by retail lumber dealers. gram. Let me tell you some of the 
Let no one try to tell me retail things retail dealers have done to 
dealers aren’t merchandisers. I make this possible. 
know an impressive number of Since we undertook the right- 
them are. We have thousands of grade project in 1948 we have de- 
friends among the retailers, but veloped five publications explaining 
they don’t buy and sell our product the proper use of low grade lumber. 
out of friendship. They buy and The most important of these are 


sell our lumber because it is profit- “Use the Right Grades of Lumber 

able. in Your Home” and “How to Build 
It took hard work and money— Well and Save Money.” 

and dealers contributed both — to To date more than one million 


put a profit into the handling of of these booklets have been dis- 
the lower grades of lumber. But tributed. 


We didn’t merely shovel thes 
out to dealers in the vague hop 
that a use could be found for then 
We displayed them and told deale: 
about them. Dealers requeste 
them for mailing to their arch 
tects, contractors and customer: 
for home shows and counter piece: 

Until the list grew too bulky, w 
kept a “little black book” of deale~ 
requests for literature promotin 
low grade lumber. A glance at 
single page from the Use the Righ 
Grades record is interesting: 

Sterling Lumber & Supply Cor 
pany, Chicago, five copies; Connet 
Coal & Lumber Company, St. J 
seph, Mo., 15 copies; Johnson-Bur 
Lumber Company, Wittenbers 
Wis., 25 copies; J. H. Jackso: 
Lumber Company, Rockaway, N. J 
25 copies; Micklin Lumber Com- 
pany, Omaha, 1,000 copies; Rancho 
Lumber Company, Midway City, 
Calif., 12 copies; Meissner Lumber 
Company, Lansing, Mich., 500 
copies. 

Wholesalers chipped in, too, to 
carry word to the trade. W. P. 
Stark Lumber Company, Inc., sent 
out one of the WCLA publications 














eoeand there’s a right 
grade of lumber for 
every building use! 


The wise builder uses lumber properly...uses the least 
expensive grade that fulfills each particular requirement. 
Thus he saves money...retains the qualities each use 
calls for. 

Lumber has beauty, warmth, individuality and adapt- 
ability to any architectural style. These are some of the 
reasons why wood is America’s favorite home building 
material. 





*. 
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NEWSPAPER ADVERTISING C. 
PAIGN has helped sell public on s 
ifying proper grade. This ad was 
by the Wilmington (Del.) Sasi 
Door Co. 
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a low grade lumber, together with 
.e following circular letter: 
Mr. Retail Lumberman 
Kansas City Territory, U.S. A. 
Dear Sir: 
The enclosed construction manual 
is not intended for lazy lumber- 
men. It contains valuable infor- 
mation, and we urge you to study 
it carefully. Pass it on to your 
prospective customers. . 

We are co-operating with the 
West Coast Lumbermen’s Asso- 
ciation in distributing this valu- 
able text booklet to the wide 
awake dealers in this section. 

Additional copies may be ob- 
tained by indicating the desired 
number on the enclosed business 
reply card. 

Yours for bigger sales of better 
lumber. 

Ww. P. STARK LUMBER 
COMPANY, INC. 
By (Signed) W. P. Stark. 


No lazy retailer was the Cali- 
fornia man who placed a neat pile 
o! the booklets on the counter 
wiere the city building permits 
were issued. Had his firm’s imprint 
on them, of course. It worked fine 
until his competitors found out 
wiiat was going on. 

“he Independent Lumber Com- 
pany and 10 other Sioux Falls re- 
tail dealers cooperatively sponsored 
foir booths at a “Made in South 
Dakota” show. Among the pieces 
of literature they specified for dis- 
tribution were “Use the Right 
Grades” and “How to Build Well.” 

‘he Lumber Market, Renton, 
W»sh. writes: “In the past year 
we have distributed many copies of 
yor literature. We have sold seven 
hoses that we attribute directly 
to your publications. Keep up the 
go: d work.” 


“he Coman Lumber Company, 
Du ham, N. C., sends prospective 
ho .e builders a sturdy, handsome 


en ‘lope bulging with “Ideas for 
yo dream house.” Among the 
ite 1s in it are West Coast promo- 
tio booklets. 

ie A. W. Burritt Company 
cai da meeting of architects, con- 
tra 


ors and building inspectors in 
the Bridgeport, Conn. area to dis- 
cus the proper use of low grade 
lumber. They timed the meeting 
to oincide with a visit of H. V. 
Sim»son, WCLA executive vice 
president, a speaker at their meet- 
ing 

Tis year as in previous years 
11 y-tail lumber training institute 
Courses, sponsored by retail asso- 
Clat.on secretaries, include in their 
Student kits the literature de- 
Scriied above. 

Literally hundreds of retail 
(continued on page 130) 
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Count on Clark for 


Cutting Costs 



























































through EFFICIENCY... 


No matter what your product may 
be, it’s a safe bet that Clark Ma- 
terials Handling Equipment can lift 
it, move it, load it or stack it better, 
faster, and at lower cost. That’s say- 
ing a lot... but ask any Clark user. 
He’ll tell you that Clark cuts the 
cost of handling. For example, ‘“The 
average savings of four large wor- 
sted mills that are using (Clark) 
equipment is $400.00 a week.”— 
uote from article in TEXTILE 
WORLD by M. J. Koroskys. 


through USEFULNESS... 


There’s no end to the usefulness of 
the Clark line of fork-lift trucks, powered hand trucks 
and industrial towing tractors . . . special attachments 
facilitate quick switching from one job to another... 
no idling while “‘waiting for work’”’ . . . odd sizes and 
shapes handled easily and safely . . . your choice of 
power types—gas, diesel or electric battery. 


through ECONOMY... 


Clark Equipment saves time . . . multiplies manpower 
... reduces handling time. Clark high-tiering increases 
usable warehouse space . . . cuts storage costs. And the 
many important Clark features plus Clark precision 
engineering insure remarkably low operating costs. 


through SERVICE... 


A _ MATERIALS 


\n HANDLING 


7 ¢ | EQUIPMENT 


You'll find this sign of your nearby 
authorized Clark dealer under Trucks’ 
—lIndustrial” in the Yellow Pages of 
your ‘phone book. 


- “a F 
D W.. Hh. 


QNE 
or Clark Equipment gives service . . . years of it. But 
ws i remember, the equipment that gives the most service 
Gy" is that which gets the best service. That’s why you’ll 
ee always find a Clark Service Dealer near you capable 
a f of handling the most complex repair or overhaul job 
E e er ... with a line of genuine Clark replacement parts . . . 
a BY: IA and a crew of factory-trained experts to serve you 
Eell = Age . . . promptly. 
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Er PLANT MAINTENANCE SHOW 
! Cleveland, January, 19-22,1953 e Booth Number 1001 


© Electric-Powered HAND TRUCK with Stacker. @ TRUCLOADER with 
CRANE Attachment—1000 Ib. cap.—gas or electric power. @CLIPPER 
with RAM Attachment—2000 Ib. cap.—gas or electric power. @ CAR- 
LOADER with BARTEL Device—3-4-5000 Ib. cap.—gas or electric 
power. @YARDLIFT with SHOVEL Attachment 2-4-6000 Ib. cap.—gas 
power only. @UTILITRUC with CLAMP Attachment 6-7-10,000 Ib. cap. 
—gas or electric power. @YARDLIFT—150 with Standard Forks 
15,000 Ib. cap.—gas power only. @CLARKTOR—100-10,000 Ib. 
Lab eT draw bar pu i. @CLARKTOR—47 to 104 tons hauling capacity on 
level. @PCLARKETTE—5-10 tons hauling capacity on level. 
CLARKAT—42 to 58 tons hauling capacity on level. @TRUC. 
————— 
— 
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TRACTOR—Dump model 4000 Ibs. capacity.@) TRUCTRACTOR 


—Tip-model 4000 Ibs. capacity. 
ELECTRIC anp GAS POWERED 


RK Fork TRUCKS 


RED HAND TRUCKS - INDUSTRIAL TOWING TRACTORS 





INDUSTRIAL TRUCK DIVISION ¢ CLARK EQUIPMENT COMPANY « BATTLE CREEK 40, MICHIGAN 
Please send: (1) Movie Digest DD Safety Saves 
(. New Condensed Catalog 0 Material Handling News 


Name 





Firm Name 





Street 
City 








Zone State 











AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCA 
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LUMBER demands indicate firm market 


Lumber Outlook 
For 1953 


Production—expected near 1952 
level of 36.5 billion board feet. Con- 
sumption—may also approximate 
this year’s figure of 38.4 billion feet. 
Gross Mill stocks—estimated 8.6 bil- 
lion feet on Dec. 31, 1952 or 6% 
higher than a year ago. 


By 
LEO V. BODINE 


Executive 
Vice-President 
National Lumber 
Manufacturers Assn. 





The lumber industry has reason 
to view the year ahead with a 
somewhat cautious optimism. 

The best available evidence 
points to a fairly firm market for 
lumber in 1953, with some seasonal 
fluctuations and possibly a minor 
slump in the latter half of the 
year. 

Indications are that production 
and consumption will be near the 
1952 level. Certain types of lumber 
output are likely to be stimulated 
when price controls expire. 

Of course, the uncertain state of 
world affairs could upset any fore- 
cast for the industry within the 
next 24 hours. But the prospect 
of an uneasy, suspicious peace in 
the world outside Korea offers sev- 
eral clues to the business climate 
for the next 12 months. 

The pace of construction and na- 
tional defense developments are 
important keys to lumber demand 
in the year ahead. It seems certain 
that 1953 will be another year of 
full employment. The pace of home 
building, after seven years of rec- 
ord activity, is expected to fall 
only slightly below that of 1952. 

Aggressive marketing programs 
are certain to be undertaken by 
competitive materials, which show 
signs of coming into surplus. But 
lumbermen, too, have indicated 
that they are awake to the need 
for a better selling job. 

The defense demand for lumber 
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HIGHEST LUMBER INVENTORY since before World 





War II is expected at the close of 1952. 


is expected to hold up well next 
year and may improve. This pros- 
pect is linked to indications that 
military expenditures may increase. 

An early end to the Korean War 
would not appreciably affect the 
defense demand for lumber, since 
the nation is committed to a con- 
tinued rearmament program. Con- 
gress will decide—through budget 
appropriations—the rate at which 
defense objectives will be pursued 
during fiscal 1954 beginning next 
July 1, but little change from the 
present program is anticipated. 

Sufficient contract authority and 
unexpended funds are available 
outside the new budget to insure 
a high level of defense spending 
next year. There is every reason 
to believe that the military estab- 
lishment will continue to require 
substantial amounts of lumber for 
construction projects, ships, crat- 
ing and various weapons. 

A sustaining influence on defense 
lumber demand will be the prog- 
ress made in encouraging the alter- 
nate use of lumber and wood prod- 
ucts for steel and other critical 
materials. The growing importance 
of such innovations as Milpak, 
lamination, and related develop- 
ments in wood technology should 
also serve to bolster lumber mar- 
kets. 


In the civilian picture, commer- 
cial, recreational and amusement 
building probably will rise as the 


their construction are eased. The 
rigid controls which held down 
speed with which the supply of 
steel, copper and aluminum im- 
proves will have a decisive infliu- 
ence here. 


Although a general easing of in- 
flationary pressures is anticipated 
next year, lumbermen probably will 
find their operating costs up slight- 
ly. The recent increases which the 
government allowed in prices of 
metal products such as saws, trucks 
and havy equipment and labor’s 
demand for higher wages will be 
the important factors in higher 
operating costs. 

Estimated lumber production 
through the first nine months of 
1952 totaled 27.9 billion board fect. 
Estimates on total 1952 output run 
around 36.5 billion board feet, °% 
below 1951. 


Consumption during the first n ne 
months of 1952 amounted to an 
estimated 29.2 billion board fect, 
while consumption for the full y ar 
is placed at about 38.4 bill on 
board feet, 0.3% below 1951. 

Gross mill stocks will total an 
estimated 8.6 billion board feet on 
Dec. 31, 1952, if there is a con’ in- 
uation of the gradual increase 


which started last April. ‘his ‘| 


would be the highest inventory 
since pre-war 1940 and appr. xi- 
mately 6% above the year-g0 
level. 








263 


December 15, 1952, AMERICAN LUMBERMA® © BiBuy, 








arger Sales! 


NATERLOX 
?RODUCTS 


Greater Profits! 











WATERLOX 
TRANSPARENT 


A tung oil product which seals out moisture 
while producing a natural Finish on all woods 


which is as beautiful as it is durable! 











WATERLOX 
SATIN FINISH 





te ghness and ability to seal out moisture. 


- 


\ natural wood Finish with a wax-like luster, 
ard satiny appearance. Its tung oil base adds 





The answer 
to your sink 

top. installa- 

tion problems, 

NO rabbeting, 
scribing orspe- | 
cial tools re- 
quired. HUDEE 

is easy fo install 

7 on the job or in 

the shop. 
Confidently guar- 
antee EVERY instal- 
lation when you use 
HUDEE. Your cus- 
tomers will appreciate 
the sanitary, water- 
tight and seif-sealing 
features HUDEE offers. 
You will profit by NO 
callbacks or replace- 
ments. REMEMBER-— 
satisfied custom- 
ers mean MORE 
business for 


you! - i : 


EASILY INSTALLED 


COMPLETELY SELF- 
SEALING 


<n ro mm 
"Guaranteed by > 


Good Housekeeping 
a for ag ae ee 





l\VATERLOX 


Cement Floor Stain 





Cross-section shows how interlocking 
lug and frame serve as sink hanger. 
Tightening screw forces bowl securely 
under the inside flange of frame and 
pulls outside flange tightly over the 





Water Repellent 














DIVISION OF 


| WATERLOX 


a 


RS. Brass 


i. 
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The Empire Varnish Co. 
Cleveland 4, Ohio 


100% SANITARY 
100% WATERTIGHT 


. 


PAT. 2,440,741 
Ps 


sink top covering. 
DISTRIBUTORS IN ALL TRADING AREAS 


For complete details see Sweets Architectural File, No. 24b-SE 
or write today to 


Willie, ES2kA anh be 


MANUFACTURERS AND DISTRIBUTORS 
CHICAGO 10, ILLINOIS 


225 WEST HUBBARD ST. 
IN CANADA— WALTER E. SELCK 





AND CO. LTD. — TORONTO 
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THE LUMBER MARKET 


Record Shipments 
For Douglas Fir 


Harris E. Smith, secretary, West 
Coast Lumbermen’s Association, re- 
ports this region shipped more 
lumber in the first ten months of 
1952 than for any like period. 

Well over a third of all softwood 
lumber used in America comes 
from this region west of the Cas- 
cade mountains, Smith said. For 
the first ten months the Douglas 
fir region shipped 8,781,085,000 
board feet, up ten million over last 
year’s record highs. The same mills 
produced 8,813,783,000 board feet 
and took orders for 8,635,138,000 
feet, the lumber leader pointed out. 

Smith predicted Douglas fir mills 
would intensify selling efforts na- 
tionally next year in an effort to 
maintain high production in face 
of expected tougher competitive 
conditions. 

The weekly average of West 
Coast Lumber production in Octo- 
ber was 208,120,000 b.f. or 111.2% 
of the 1947-1951 average. Orders 
averaged 199,815,000 b.f.; Ship- 
ments 204,896,000 b.f.; Weekly 
averages for September were: Pro- 
duction 226,053,000 b.f.; (120.7% 
of the 1947-1951 average); Orders 
206,825,000 b.f.; Shipments 233,- 
820,000 b.f. 


NHLA Inspections 
Set New Record 


In hitting a total inspection vol- 
ume of over 28 million feet during 
the month of October, the National 
Hardwood Lumber Association es- 
tablished an all-time high record 
for the past twenty-five years, Sec- 
retary-Manager Joseph Muller an- 
nounced to the Board of Managers 
this week. 

Continued good demand for hard- 
woods plus excellent loading con- 
ditions weatherwise both in the 
United States and in Canada com- 
bined to help run up the huge total 
graded and measured by National 
inspectors. 

The Association is marshalling 
its inspection staff of over a hun- 
dred men in such a way as to give 
the promptest service possible. The 
fact that such a large volume was 
handled in October indicates that 
the inspectors are losing little, if 
any, productive time. 
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Seattle Hit 
By Port Strike 


An already sluggish lumber mar- 
ket has been further demoralized 
by Seattle’s longshore foremen’s 
dispute. Although other ports have 
not been actually closed by the con- 
troversy, the general effect has 
been crippling because of the fear 
that the tieup will spread. 

Another disturbing factor was 
announcement this week that the 
door manufacturing division of the 
Northwest Door Co. in Tacoma has 
closed for an indefinite period. 
Company officials said economic 
conditions in the door market had 
necessitated closing the plant. They 
pointed out that this is the normal 
“slow” period in the door market, 
but that conditions at present were 
slower than usual. 

Operations also have been af- 
fected by the power “brown out” 
currently in effect throughout the 
Pacific Northwest. This is forcing 
some curtailment of virtually all 
sawmill operations throughout this 
area, as all industries are being 
asked to reduce their power con- 
sumption by at least 10%. 

However, in the case of the 
Northwest Door Co. plant, closure 
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BOX PILING a stickered unit package by placing long boards in the outer tiers & 
and short boards in the inner tiers is recommended by U. 
Laboratory in a recent study on machine handling of lumber. 
piling assures stable piles of packages three to five high. 
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S. Forest Products & 
This method of Fe 


of the door division probably will 
permit the company’s plywood divi- F 
sion to continue normal operations ‘ 
at least until such time as the door fy 
division reopens, company spokes 
men said. Then, they added, ad fF 
justments might have to be made 
in the plywood division if thf 
power shortage is unchanged 


eS st 


Buyers Market 
At Baltimore 


Lumber supply situation ‘erp 
now is such that yards do not ave 
to carry large stocks, according tof 
several large operators. Mill c fer > 
ings have been plentiful of late, it 
is said, and with business fvirly> 
brisk considering the season, tere i 
are no inventory headaches. ; 

Some advantageous buying has 
been going on. For example, | ‘lor i 
ida long leaf pine, structural sc 1aré 
edge and sound, has been co aing> 








in recently for around $112 per M i 
This was described by one ard 
owner as “very cheap,” in con rastf 
to $120 to $122 not many veeks 
ago. 

Further importation of a :om 
peting lumber, Honduran pine ha 
been received. Some custome ’s 
this heart lumber, it is rep: rtedf 
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“DARGAN 


“SUPERIOR PINE FINISH 


Add to fine textured lumber . . . (1) Careful stacking for dry 
kilns . . . (2) Precise regulation of temperatures and humidi- 
ties during drying . . . (3) Storage in the rough before dress- 
ing . . . (4) Smooth and accurate sizing on modern high speed 
planers, and . . . (5) Strict final grading. The result is a 
product that richly deserves its name, “Dargan Superior Fine 
Finish’. 








Available in straight or mixed cars or trucks. Write Box 406-C. 


meee DARGAN LUMBER MFG. CO. 
Gang Mill — Dry Kilns — Planing Mill 
CONWAY, SOUTH CAROLINA 


\ Section in the Dargan Dry Stock Sheds 





| Bris - CEILING * FLOORING * SIDING » BOARDS Saxe |)" 4.) cag MOULDINGS + RESAWN BOX ~& CRATING . STOCK 
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” | Warimuam quality « WUinimum cost 


FORD — the name of everything fine in flush doors — 
has everything your customers want: high fashion beau- 
ty, enduring quality, and minimum cost! Put these FORD 





FLUSH WOOD DOORS 








: ta | features to work for you . . . and you'll find FORD doors 
ing tom are mighty fine when it comes to sales and profits, too! 
ty “ All-wood 7-ply construction to resist warpage, add 
f arly strength and rigidity — Beautiful 3 ply 1/20 Birch veneers 
+ here to enhance any home, office, apartment, etc. — Two lock 


blocks for easy hanging on either side — Precision cut, 

perfectly sanded — Air vents top and bottom — Exterior 

and interior models — Quality materials and workman- 
ship throughout and action-producing prices! 


DISTRIBUTORS AND RETAILERS! Inquire 
today for full price and construction infor- 
mation. Write— 























Northport, Michigan 
Phone 2322 








have commented that “it looks like 
Georgia pine of the old days.” 
Some of it has been transshipped 
to Hawaii from Baltimore. 

A “coals to Newcastle” side- 
light developed recently with ship- 
ment via truck of some Virginia 
pine to California into the heart 
of the fir country, a bit of a puzzle, 
since the shipped product cost 
around $158 in the Western state 
in contrast to clear fir around $116 
on the latter’s home ground. 

Baltimore deliveries of the clears, 
C and Better, are now being made 
for around $165 in the 2-inch, and 


$185 in the 3 and 4-inch. For the 
No. 1 common and better, deliv- 
eries are around $99 to $100. A 
fine side to this picture is that 
dealers can order, and get, straight 
cars in whatever type they wish, 
in contrast to the mixed shipments 
which prevailed before. 

Spruce is down a bit, according 
to local informants. With the Brit- 
ish less in the Canadian market 
than formerly, prices of the rough 
lumber set down in Baltimore are 
now around $101 per M for the 
No. 1 and Better as compared with 
$106 a month ago. 





















You can count on CRA Redwood 
for top performance on the job— 
for durability, stability and paint- 
ability. You can count on CRA 
Redwood for uniform quality—for 
accurate grading, uniform mill- 
ing, proper seasoning. And you 
can count on CRA Redwood for 
sure, profitable sales. That’s why 
it pays to feature only CRA Red- 
wood—the grade-marked, trade- 
marked Certified Dry Redwood, 
processed by the reputable mem- 


The Redwood you 
can count on.... 


CRA 
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ber firms of the CALIFORNIA REDWOOD ASSOCIATION 


Union LumberCo. « Eureka Redwood Lumber Co. « Arcata Redwood Co. « Coastal Plywood & Timber Co. 
Hammond Lumber Co. « Holmes Eureka Lumber Co. « Northern Redwood Lumber Co. « The Pacific Lumber Co. 
Rockport Redwood Co. * Simpson Logging Co. « Warm Springs Redwood Co. « Willits Redwood Products Co. 
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Plywood prices also are off. As 
an example, 14-inch plywood is 
now available at $96 to $98. Aro ind 
the first of November it was $ 92. 

Building permits in the Briti- 
more metropolitan area for he 
first ten months of 1952 tot: led 
$127,000,000, compared with $1 :6,- 
000,000 for the same period of ast 
year. 


Markets Soft 
at Seattle 


Green fir dimension is soft ut 
other fir items are steady. Dim n- 
sion is indicative of other wood 
products here which are steady to 
weak in different categories. C-n- 
erally the markets are looked u:\on 
as still declining. 

Good production weather is keep- 
ing mills well stocked. Usually at 
this time of year logging roads get 
too wet to use but the current very 
dry fall is extending the time to 
get out logs particularly for s:nall 
operators. Shingle logs in some 
localities are scarce and affecting 
shingle production. 

Green hemlock has softened and 
brings about $10 less than the re- 
cent high though supplies are not 
too great. All No. 2 shingles have 
softened and No. 3 is weaker. Cali- 
fornia is still the best customer 
for shingles. Cedar siding con- 
tinues steady with 34 by 10 $5.00 
higher in Clear “A” and “B”’. Pines 
are holding and some items are a 
little stronger in Ponderosa shop 
and commons. Selects are firm and 
steady. There is little change in 
the Englemann Spruce market. 

Exporters are keeping a watch- 
ful eye on U.K. which surprisingly 
has placed small orders in British 
Columbia and from _ indications 
may place larger orders. If this 
trend continues it will help the 
market on the U.S. side by redue- 
ing Canadian competition. 

Strong efforts are being ma le t0 
end a waterfront strike here whic 
has killed shipping for the time 
being and practically closed the 
port for business. 


Business Quiet 
At Kansas City 


The strength in the Yellow Pint} 
market in the Southwest in Ip 


cent weeks was attributed to ? 
shortage of lumber availab!> fo! 
prompt shipment rather that: a2) 
scramble for merchandise. Milk 
which have had a borderline ope! f 
ation, that is barely breaking evel f 


# 
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7 PAUL BUNYAN’S 
at 
get le V4 
ory 
to calling & 
aall 
ae If Paul Bunyan were around today, it’s just 
possible Robbins might be making his calling cards 
and —of Robbins Hard Maple strip flooring. They’d 
re- : > be room-length long and half a house wide, but 
. that’s the size Paul would need. Paul, you see, 
bie 4 : SPECIALIZING IN wanted his equipment, like himself, to be 
‘ali- »@ - 2 sa rough and tough and durable. 
mer } p OND E R 0 S A P | NE Robbins Strip Flooring Is Preferred 
vy S ¢ i i" es, wf Paul could slide one of those cards toward a 
oan - <DOUEL AS 7 | b a logging camp anv the trees and hills would shake 
ney on : y vy clear to the Colorado River. That is the kind of 
shop > a an ee “ reverberation Robbins fine Northern Hard Maple 
and i strip flooring is making throughout the building 
ot industry. Builders prefer Robbins flooring because 
¢? it is economical and quick to install . . . nail 
a grooves eliminate nail sets . . . beveled bottom 
Iv edges prevent paper pinching . . . special narrow 
me channel backs put three bearing surfaces 
itis on sub-floors or sleepers. 
10ns 
this Handsome As Floors Can Be 
the Customer satisfaction depends greatly upon the 
due: appearance of a floor after it has been subjected to 
heavy traffic. Here, again, builders depend on 
le to Robbins. They know rugged strength makes for 
hich lasting floor beauty and that Robbins—being the 
ys ‘Paul Bunyan”’ of strip flooring— 


can’t be equalled anywhere. 


Members Maple Flooring Manufacturers’ Association 


ROBBINS FLOORING COMPANY 
Reed City, Michigan e Ishpeming, Michigan 


Write Dept. A, Reed City, Michigan for illustrated literature 








MILLIONS =‘ 
WALK DAILY ! 
on 8 8=— 


e0.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 
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and the smaller ones are closing 
down by the dozens as the high 
cost of labor and stumpage do not 
permit a large enough profit. 

The larger companies, with their 
own stands of timber, have been 
able to show a fairly good profit 
because they carry their timber 
costs on a lower acquisition base 
than current values. 

Business, generally speaking, 
continues quiet. Retailers are buy- 
ing only against actual needs, and 
when orders are placed, immediate 
delivery is requested. Further giv- 
ing strength to the undertone of 


the market is the fact the rainy 
season is at hand and production 
is being reduced. Also the govern- 
ment wiil be in the market very 
shortly for 30 million feet of lum- 
ber. 

Price lists generally show little 
change in recent weeks, with most 
key items of boards and dimension 
selling near or at ceilings. No. 2 
kiln-dryed 6-inch common boards 
is bringing $87 to $90 a thousand, 
and 8-inch common is $90 to $92 
a thousand. Air-dryed stock is run- 
ning about $3 a thousand under 
the kiln-dryed. 












with LHETRY Hg 7 


Let our Sales-Engineering 
Department give you con- 
vincing evidence on the 
profitable results obtained 
from Systemized Layout of 
Yard and Stacking Aisles, 
designed for LIFTRUK 
operation . . . faster inload- 
ing... higher stacking... 
swift outloading of pallet- 
ized loads. 

Learn how yard after yard, 
by creating this extra stock- 
ing area, by a more efficient 
use of man power, and by 
fast movement of customers 
trucks, have attracted MORE 
BUSINESS to their gates— 
and at profitable savings— 
as high as 75% in materials 
handling costs—through the 


Y, 


Heavy Duty 
LIFTRUK 
5-72-10-15 Ton 
Capacities 


SOPOT, 









use of rugged, dependable, 
heavy duty Silent Hoist 
LIFTRUKS, 


Many yards now feature super-outloading 
services... generally within 15 minutes 
of time truck's arrival... through use of 
LIFTRUK handling of pre-packaged loads. 


WE WELCOME YOUR INQUIRY — ask for Bulletin 77 
SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 
860 63rd STREET, BROOKLYN 20, N. Y. 
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On dimension 2 by 4 kiln-dr\ 
stock is selling at $80 to $85 a 
the wider stock is selling up to § 
for 2 by 8’s. 

C & btr finish in 4, 6 and 8-i 
commands $155 to $160. 


Nationally 


Lumber shipments of 490 mil 
reporting to the National Lumh: 
Trade Barometer were 7.3% belc 
production for the week endir ; 
November 15, 1952. In the san : 
week new orders of these mi! 
were 13.9% below production. U 
filled orders of the reporting mi! 
amounted to 33% of stocks. F: 
the reporting softwood mills u: 
filled orders were equivalent to 79 
days’ production at the curreit 
rate, and gross stocks were equi’- 
alent to 55 days’ production. 

For the year-to-date, shipmen 
of oreporting identical mills we: 
3.8% above production; orders 
were 1.8% above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills was 


: SB « @ 


on 


61.7% above; shipments were 
64.8% above; new orders were 
48.9% above. Compared to the 


corresponding week in 1951, pro- 
duction of reporting mills was 
1.3% below; shipments were 8.6‘% 
below; and new orders were 4.4% 
below. 


Southern Pine 


Shipments of Southern Pine by 
the 130 mills reporting to the 
Southern Pine Association for the 
week ending Nov. 22, totaled 20,- 
320,000 feet, .72% below produc- 
tion. Orders for the week ran (0 
20,116,000 feet, 5.47% below the 
three year average. Unfilled orders 
totaled 53,904,000 feet, .38% less 
than the previous week. 


Western Pine 


Production of Western Pine a id 
Associated Woods by the 115 mi Is 
reporting to the Western P11 
Assn., for the week ending Nv. 
22 totaled 74,441,000 feet. Tis 
compares with 59,766,000 feet a 
year ago. Shipments for the we 2k 
were 70,798,000 feet, 4.9% below 
production. For the same wee! a 
year ago shipments were 65,0<1,- 
000 feet. Orders for the week w re 
66,788,000 feet, as compared to 


ss ee ee fe Neer 
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62,964,000 feet a year ago. Unfil.ed | 


orders at the week’s end amoun ed 
to 189.099,000 feet. 
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6% C. D. Johnson rail orders are promptly filled and 





LA shipped direct from covered loading sheds at the Toledo mill. Last year 62 million feet 
of lumber was loaded onto 2550 railroad cars and motor trucks for shipment to every 
corner of the United States... these prompt shipments arrived at destination in 


e by the same prime condition in which they left the mill... easy to check, unload 
the 

- the . and dispatch. Contact C. D. Johnson first for 
2,- = emeaeccen aegnaneenes : 

due- 

n .0 
the 

‘ders 
less 






domestic rail shipments of quality lumber. 


wal J 7 fa C.D. JOHNSON LUMBER CORPORATION 


mi Is 
: . Manufacturer: PACIFIC COAST LUMBER 
Tis r Mills: TOLEDO, ORE. Shipments: RAIL AND WATER 
| Sales Offices: AMERICAN BANK BUILDING 
j 


PORTLAND 5, OREGON 
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we 2k 
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to CL  GLORGIA—PACIFIC vivwooo company 
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fi} ed i Trademark of Quality Lumber 
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Lumber Prices at Press-time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 


Bold face listings denote 


market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 

1x4 ......+-++--155.00 150.00 105.00 
Flat Grain Flooring 

456 ccccvcccceceseeO® 135.60 93.00 

BES ccccecccsees 155.00 150.00 105.00 
Drop Siding 

1x6 (Pat. #106).150.00 145.00 110.00 

1x6 (Pat. #116).155.00 145.00 105.00 
Ceiling 

TERE ccccceeeses 125.00 123.00 80.00 

1x4) ....6+----115-125 120.00 80.00 


Boards and Shiplap and 2” (Green) 
1x6 elas 


He 00 
53.00 


Z 
voto 


No. 1 Dimension 
12’ 


4 73.50 
6 70.50 
8 68.50 
0 
2 


14’ 16’ 18’ 20’ 
73.50 73.50 73.50 73.50 
70.50 
68.50 
.70.50 71.50 
70.50 68.50 
No. 2 Dimension 

65.50 


2x12 66.50 
No. 3 Dimension R/L Only 


(Add 10-15 dollars for dry lumber.) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/2 13.50 
No. 2 24” 4/2 8.00 
No. 3 24” 4/2 5.00 
Perfections 
No. 1 18” 5/2%4 10.25 
No. 2 18” 5/2% 4.35 
No. 3 18” 5/2%4 4.00 
xXxXxXxxX 
No. 1 16” 5/2 8.75 
No. 2 16” 5/2 4.50-4.75 
No. 3 16” 5/2 4.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 


Beveled Siding, % Inch 
Giese ae (as —- 


S654 meh ..<..- 80.00 75.00 50.00 
%x5 inch ...... 80.00 60.00 
TAO SHOR sccces 105.00 100.00 85.00 
Tee CER cccces 135. 00 130.00 90.00 
Clear Bungalow Siding, % Inch 
i... ieee 170.00 165.00 125.00 
Be OD ccwenena 195.00 190.00 150.00 
Se SOM cccccucs 195.00 190.00 150.00 
Finish B and Btr, S82 or 48S, 
6’ to 16’ or Rough 
BEE. 60beesounssaeuvecwseavasaun 240.00 
BE cceweeeeenwcaneneekeaeemet 240.00 
BE. téecaderwecncersessnunenwes 250.00 


Ceiling or Flooring, B and Btr, 9-16’ 


B&Btr. C D 
ixe eeseoeenvocs 105.00 100.00 90.00 
0 115.00 95.00 
| ETE on mouldings 620’ -20’ odd 
lengths. 
Series 8,000 
Listing under 4.00—list plus 35 per 


nt. 
Listing 4.00 and over—list plus 865 


per cent. 
Clear Lattice, 5-16”, 6-16’ 
100 Lin. Ft. 
DD cpwencuedtneuewseeeteaewe --1.50 
SOE UsuGbcudteccescavesenceees a 


WESTERN PINES 


Ponderosa Pine 


56/4 RW 
Selects and 
S2 or 48 . 4/4RW 6/4RW 8/4 RW 
C&Btr RL ...250.00 255.00 265.00 
Shop, S28 No. 1 No. 2 
re ee 138.00 135.00 110.00 
GEE. wancieaunernecs 138.00 135.00 110.00 
Commons, S2 or 4S 
2&Btr. No. 3 No. 4 
po | ee 124.00 84.00 66.00 
po} 124.00 84.00 66.00 


Idaho White Pine 
Selects S2 or 4S 


1lx4 1x6 1x8 1x10 
ee RL 270.00 271.00 271.00 278.00 








Ee esque 239.00 239.00 239.00 250.00 
Commons, S2 or “ No. 1 No. 2 No. 3 
SD éesvenens -157.00 146.00 118.00 
PREG Gudeneveows 188.00 151.00 118.00 
Sugar Pine 
Selects 
S2 or 48 4/4RW 5/4RW 8/4RW 
B&Btr. RL ..270.00 280.00 285.00 
i. eee 275.00 280.00 
Ce See 235.00 245.00 245.00 
Shop, S28 No. 1 No. 2 No. 3 
Me wasetesannaes 157.00 125.00 85.00 
We saesecuaees 157.00 125.00 85.00 
OAK FLOORING 
Clear Pin 3§x2% #4x1% %x2 %x1% 
White ..180.00 155.00 177.00 162.00 
Red ....185.00 160.00 177.00 162.00 
Sel. Plain 
b ba pal . 160. a8 135.00 167.00 152.00 
Red ....168.0 140.00 167.00 152.00 
#1 Com. 
Pin White 
& Red ..145.00 115.00 125.00 115.00 
#2 Com. 
Pln White 
& Red .. 80.00 55.00 82.00 77.00 
#1 Com, 
& Btr 
Shorts, 
1%” ...100.00 75.00 97. 00 97.00 
SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr. Cc D 
1x4 ..........--175.00 165.00 145.00 
Flat Grain Flooring 
BE cencaseneoue 160.00 150.00 110.00 
a oeeeeee190.00 180.00 140.00 
Drop Siding 
1x6 (Pat. #106).170.00 160.00 130.00 
1x6 (Pat. #116)'170.00 160.00 130.00 
Boards & Shiplap 
1x6 1x8 1x10 1x12 
No. 1 ...100.00 105.00 115.00 140.00 
No. 2... 75.00 77.00 77.00 80.00 
No. 3... 60.00 65.00 65.00 70.00 
No, 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 94.00 104.00 104.00 
2x 6 87.00 87.00 88.00 98.00 98.00 


8 92.00 § id 
2x10 100. 60 101. 00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 
No, 2 Dimension 
2x 4 84.00 85.00 
2x 6 80.00 81.00 
2x 8 80.00 81.00 
2x10 84.00 85.00 
2x12 84.00 85.00 


No. 3 Dimension R/L eed 


2x 4 61.00. .... 
2x 6 60.00 .. 
2x 8 59.00 
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2x10 00 
2x12 569.00 


REDWOCOD 

Bevel Siding 
x 4 V.G. Clear All Heart....... 90.00 
%x 6 V.G. Clear All Heart....... 117.40 
1%x 8 V.G. Clear All Heart....... 138.50 
54x 6 V.G. Clear All Heart....... 117.60 
54x 8 V.G. Clear All Heart....... 145.00 
4x10 V.G. Clear All Heart....... 155.50 
%x 6 V.G. Clear All Heart....... 154.50 
%x 8 V.G. Clear All Heart....... 184.00 
%x10 V.G. Clear All Heart....... 207.90 
%x12 V.G. Clear All Heart....... 211.90 


Note: A grade V.G. Redwood Sidi. 
approx. $5.00 less for % and & 
above sizes. $5.00 less for % inch 
above sizes. 


Anzac Siding 


1x16 V.G. Clear AM Moeart. .... 2. 230./5 
ixi3 V.G.. Clear All Beart....<e<- 240.00 
Note: Deduct $8.00 for A Grade. 
Finish 
ix @ Chemr Beart Bee on. ce ci encs 155.00 
1% © CROAT FROME BE 2 cc cccceccs 165 00 
ix $ Clear Heart BES 2... ccccccs 200.00 
2520 Clear Heart Bete... ccccces 215.90 
Iszs Clear Beart Bae . ..cccccsve 228.00 


Note: A Grade 1x4, 1x6, 1x8 dedict 
$10, 1x10 and 1x12 deduct $15. 





WESTERN HEMLOCK 


Vertical Grain Flooring 





B&Btr. Cc D 

1x4 ...........-150.00 140.00 100.00 
Flat Grain Fiooring 

BE «0s becencons 135.00 125.00 93.00 

eee 155.00 150.00 100.00 
Drop Siding 

1x6 (Pat. #106).145.00 135.00 105.00 

1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 

ME ivecwekoes 105.00 100.00 70.00 

WE vtacceuue S10. 120 105-115 90.00 
Boards and Shiplap and 

2” (Dry) 

1x6 1x8 1x10 1x12 

i. a eee 80.00 82.00 82.00 82.00 

Me © kccxes 77.00 77.00 77.00 77.00 

We. © ciwvcan 64.00 66.00 66.00 66.00 
No. 1 Dimension 

12’ 14’ 16’ 18’ 0" 

2x 4 72.00 72.00 75.00 75.00 75.00 

2x 6 72.00 72.00 72.00 77.00 77.00 

2x 8 74.00 74.00 74.00 74.00 77.00 

2x10 72.00 74.00 72.00 72.00 77.00 

2x12 72.00 72.00 72.00 72.00 77.00 
No. 2 Dimension 

2x 4 67.00 67.00 70.00 70.00 70.00 

2x 6 67.00 67.00 67.00 72.00 72.00 

2x 8 69.00 69.00 69.00 69.00 7::.00 

2x10 67.00 69.00 67.00 67.00 7.00 

2x12 67.00 67.00 67.00 67.00 72.00 
No. 3 Dimension R/L Only 

Ee Bes eae 

EM A oe ic retii Seartete arm erecbleteiat ean aera eee 54.00 

BUNA Gira tssd ovina ated wo everoreere ano nienevatinns 51.00 

ee ee ence a otine era ne rope 59.00 

MUNA. Sleceate. eR ichcta te deai ie anastasia wlan ecare 50.00 

ENGELMANN SPRUCE 

Boards and Shiplap 
(dry) 1x6 1x8 1x10 1712 

No. 2&Btr...105.00 105.00 114.00 12.00 

No. 3&Btr... 75.00 80.00 84.00 £5.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20° 


2x 4 177.00 77.00 77.00 88.50 83.50 
2x 6 74.50 74.50 74.50 78.50 73.50 
2x 8 74.50 74.50 74.50 78.50 73.50 
2x10 74.50 74.50 74.50 81.50 81.50 
2x12 77.50 77.50 77.50 81.50 £1.50 
No. 2 Dimension 
2x 4 71.50 71.50 71.50 71.50 71.50 
2x 6 71.50 71.50 71.50 71.50 71.50 
2x 8 71.50 71.50 71.50 71.50 71.50 
2x10 71.50 71.50 71.50 71.50 ‘1.50 
2x12 71.50 71.50 71.50 71.50 (1.50 


(Boards graded No. 1, 2, 3, at fiat 


price; no price for straight No. 2. “ills 


do not grade out No. 3 dimension s“pa- 
rately as in fir.) 
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BEST WISHES 
TO OUR FRIENDS AND CUSTOMERS 
FOR A HAPPY HOLIDAY SEASON! 








Redwood We wish to assure you that in 1953—as in the past 38 years — 


Senderess Stes Wendling-Nathan will continue to emphasize highest standards of 
dealer service and dependable lumber products. 
California Sugar 





Pi We invite you to spend a minimum of your time buying—and a 
me maximum of time selling and serving your customers. You will find 
, Wendling-Nath | i i iza- 
Douglas Fir ) endling-Nathan always at your service, and a reliable organiza 
tion for your lumber needs in 1953. 
Red Cedar 
Shingles 


WENDLING-NATHAN COMPANY 


Douglas Fir 
Plywood 





Main Office — 564 Market St., San Francisco 4, Calif. 








850 Pittock Block 5225 Wilshire Bivd. 
Portland 5, Oregon Los Angeles, Calif. 
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Yew — Lightweight — Compact 


ie HAWKINS METAL HIDE-A-STAIR is simple and fast 


FOLDING ATTIC STAIR 


All-steel, precision built for safety and durability, 


» operate, weighs less than 25 pounds, takes a mini- 
mum of space. 


By making valuable attic 
storage space available, it 
adds sales value to any home. 
Can double for use as attic 
fan opening. 





— Comes completely assembled 

— Packaged ready for quick and easy installation 
— Adjustable spring tension 

— Meets all F.H.A. requirements 

— Pre-tested for poundage pull 


ADJUSTABLE 
WINDOW GUARDS 


Attractive, simply-designed, | 
wrought steel, fit any window. Installed or 


removed quickly with special key. Send for 
folder. 


so — PREFABRICATED ADJUSTABLE RAILINGS 


aranteed to fit any normal porch or step arrangement. Fill orders from stock 
1 save customers up to 200%. 


Write for Details 


HAWKINS IRON COMPANY, INC. 


319 NORTH FOURTH STREET BIRMINGHAM 4, ALABAMA 
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MERCHANDISING CLINIC 


Appreciation is Powerful 


These lines are being penned on 
Thanksgiving Day ...a time when 
gratitude is supposed to be uppermost 
in the minds of men. It is a Day of 
Thanks. But why only a single day? 
No doubt it is fitting that a special 
period of 24 hours be set aside when 
we should count our many blessings 
and become more appreciative of the 
fact that we are living in a land of 
freedom—a nation that enjoys more 
luxuries and conveniences, with less 
effort, than have ever been acquired 
by any people in the history of civil- 
ization. For all these things, we 
should be truly grateful, and perhaps 
We are, in a casual sort of way. Ac- 
tually we are not. We may go through 
the motions of being thankful, but 
when it comes right down to brass- 
tacks, we are anything but appre- 
ciative. 


... What American business 
needs most is the full and com- 
plete restoration of a sense of 
appreciation. 


26 Years Without a 
“Thank You” 


Here’s an example of what I mean. 
For 26 years I have been doing busi- 
ness with a well-known department 
store. I have paid my bills on or 
before the tenth of each and every 
month during the entire period. I 
have seldom made a complaint or re- 
turned any merchandise. My total 
purchases certainly have not been as 
large as others of the store’s cus- 
tomers, but they’ll average up well. 
I’m not a price shopper, or a com- 
plainer. I’ll wager I’ve given the store 
as little trouble per dollar as any 
customer on the books. Yet in the 
entire 26 years, I have never had any- 
body say thank you, or in any other 
way express appreciation for my busi- 
ness and the manner in which I have 
taken care of my bills. 


. . . We have reached the point 
where we take too many things 
for granted ... especially cus- 
tomers. 


High Cost of Impersonality 


Perhaps the store in question has 
become so big that much of its orig- 
inal friendliness has gone and can’t 
be restored. Originally the business 
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grew because the founder knew the 
value of appreciation. He was ac- 
quainted with his customers. This, of 
course, is no longer possible and I 
presume the personal touch has gone 
for good, which incidentally is one of 
the principal reasons why I’m on my 
way, too. My purchases from the 
store are getting smaller every year, 
although I buy more today of the 
things it sells than at any time in 
my life. I’m losing interest in the 
establishment because the owners are 
taking so little interest in me. 


. .. People like to be appre- 
ciated almost more than any- 
thing else. 


Mandy Liked 
Appreciation, Too 


A friend of mine used to tell about 
a wonderful cook who remained with 
his family for many years. Mandy 
had plenty of chances to go some- 
where else for more money and she 
turned down all offers with startling 
indifference, and all because the head 
of the house would regularly take the 
trouble to come out in the kitchen and 
tell her how well she could cook. Then 
Mandy would beam happily, put her 
hands on her massive hips, and as- 
sume an attitude of complete content. 

“Mister,” she would say with un- 
concealed pleasure. “You have no idea 
how much I appreciate appreciation.” 
Then she would go about her work 
happily and strive mightily to do a 
better job than ever. 


..~- Men succeed in their jobs 
in proportion to their ability to 
work for more than money. 


Praise is Altogether 
Too Scarce 


Praise, honestly bestowed where it 
is deserved, makes people happy in 
all walks of life, regardless of their 
work. The salary check is taken 
pretty much for granted, and a blun- 
dering bureaucracy has long sub- 
scribed to the idea that good work- 
men and bad are created equal as far 
as the pay check is concerned. Extra 
effort, under such a false philosophy, 
is disappearing rapidly from the 
American scene because it goes un- 
rewarded either with additional pay 


” 


or praise. “Thank you’s” are few nd 
far between. Praise has all but pa: .ed 
out of the picture. Appreciation | a 
forgotten factor in the day’s tr: s- 
actions. 


... Why my once favorite store 
is losing my business. 


The Forgotten Man 


There is one principal reason. It 
is not set up organization-wise to 
say thank you. It has no way of ex- 
pressing appreciation. Yesterday | 
walked through its block-long aisles. 
Suddenly I came to the realiza‘ion 
that I had been doing this very same 
thing off and on for 26 years. Yet no 
one knows me. No one calls me by 
name. No one asked me why I had 
not been in lately. Then it occurred 
to me that if I never darkened its 
doors again, no one would ever ask 
what had become of me after so many 
years of faithful patronage. In other 
words, no one cared a hoot about my 
26-year record of faithfulness. I was 
a forgotten man. 


... Praise, or appreciation, costs 
nothing, yet it buys more than 
money and its value never de- 
preciates. 


Not the Sole Answer 


I was reading in the papers a few 
nights ago that “my” departinent 
store proposes to sponsor a_ ‘\uge 
shopping center in the suburbs. The 
news left me cold. Frankly, I «on'’t 
care much where it goes. It is su fer- 
ing, not from downtown traffic :on- 
gestion, but from impersonalit: 

No, I’m not one of the kind ‘hat 
must have a modicum of flattery vith 
every purchase. Far be it from - uch. 
I’m merely wondering why a us: 
ness man who enjoys the praise o ap- 
proval of other business men dosn't 
extend his thinking to the cust: mer 
level. A bright young lady, scan aing 
the store’s ledgers could detect ¢ >sil- 
able customers at a glance and ¢ .ank 
them cordially by telephone or with 
a friendly note—a “please keep :om- 











ing—we like your business.” I wouldf 


respond immediately to such an nvi- fF 


tation and keep right on comin as 


long as there was the slightest evi- f 


dence of appreciation. As it is I’m 
on my way, after 26 years, and _ ight 
at the time when the store is »oally 
beginning to need patronage. 


YA sc seas 
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SUPERIOR LUMBER 
SHLES COMPANY 


920 9th ST. * Phone HUdson: 4-8216 
SACRAMENTO 14, CALIF. 








IMMEDIATE DELIVERY 


1,000,000 FEET of LUMBER CRATING 


We have over 1,000,000 feet of dry 1” x 3”, 
and 1” x 4” lumber available for immediate 
delivery. Between December 15th and January 
15th, we can ship four carloads a day to any 
point in the United States. 


Our Wholesale Lumber Division at Toronto is 
the best equipped in Ontario to supply Eastern 


Softwoods to lumber dealers and for industrial 
uses. We have an established annual source of 
60,000,000 board feet. We are prepared to 
guarantee carefully manufactured and properly 
graded lumber. You are assured of fair prices 


and prompt service. Write, wire or phone our 


Toronto office. 





HILL-CLARK-FRANCIS LTD. 


New Liskeard, Ontario, Canada 


WHOLESALE LUMBER DIVISION 








equipped millwork plant. 


57 Bloor Street, West, Toronto, Ontario, Can. 
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HOMES AND DUPLEXES USE... 


a Lm a xl 
Meee 








e gee 
“For complete information . . . see your sash and door jobber! 


Dura-seal’s one piece jamb 
member has « concave back 
surface, providing a desirable 
flexibility which maintains a 
constant air seal and smooth 
window operation even when 
the sash expands or contracts 
due to changeable atmospheric 


conditions. 


Aerial view showing a portion of 


Over 1300 homes and duplexes in the 
Knox Development, Augusta, Georgia, 
and North Augusta, South Carolina, are 
being equipped with Dura-seal Combina- 
tion Metal Weatherstrip and Sash Balance. 
Knox Corporation, as well as many 
other builders and architects throughout 
the country, use Dura-seal because : _ 
vides important sales features . . . 08 on 
weather protection and the easzest . — 
operation. Dura-seal’s complete Ww y _ 
stripping saves 20% to 40% in fuel an 
eliminates drafts and dirt. Its four spring 
balances in each window (enclosed = 
metal housings), assure true balance an 
finger-tip control. And because —— 
is cut to the pitch of the sill—it provides 
a more attractive and efficient window. 
Consider these advantages for your homes! 


ZEGERS Incorporated, 8090 South Chicago Avenue, Chicago 17, lilinois 


ZEGERS 
oT Y a 
LHe ACH 
Combination 


Metal Weatherstrip 
Sash Balance 








the large Knox Development in Augusta, Georgia 


































What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—Since 1899 a well known paint 
firm has been known as the Boston 
Varnish Co., but now it has 
changed its name to what? 


2—The wood that gets the treat- 
ment is the wood that stays put and 


lasts longer—and it also sells more 
what ? 


3—Wedgewood Burly is not a 
tobacco nor a new china pattern, 
but the name for what wood 
product ? 


4—Over 1/3 of the nation’s soft- 
woods comes from the west coast 
region, but what species is being 
used for grandstands at Eisen- 
hower’s inaugural? 

5—In the Washington, D.C. area, 
according to one shingle advertiser, 
what shingles are preferred by 
builders and owners? 

6—According to S. L. Allen of 
Oswego, Ore., using No. 3 common 
for studs and sheathing is one w Ly 
of doing what? 

7—If you dial “23-R,” accordi ig 
to Armstrong, you'll get Cushion- 
tone, which is the name for whea:? 

8—Stock short sizes and you'll 
hit the consumer or do-it-yours: lf 


trade is good advice from what + 1- 
vertiser ? 


9—Paint and wallpaper sales, « c- 
cording to Congoleum-Nairn, have 
now reached what percentage of 
consumer trade? 


10—Birch cabinets, assemb!°d, 
semi-assembled or knock-down, re 
advertised by what Iowa compar y? 


Answers on Page 130 
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EW PRODUCTS 





PF oducts.... Sales Aids... . Literature 


S°ND FOR THESE: 


‘eil Heat, through electrical ceiling 
ce: oles, provides invisible radiant heat 
fy m above. Ceil Heat is one of the 
si. .plest and easiest heating systems 
to install. For descriptive folder write 
C.'| Heat Division, Homes, Inc., Dept. 
A Old Kingston Pike, Knoxville, 
Tenn, 


\ new consumer advertising folder 
for use by dealers is announced by the 
Bessler Disappearing Stairway Co., 
19.0 East Market St., Akron 5, Ohio. 
A die-cut pop-up fold on the inside 
paves calls attention to the fact that 


‘ the homeowner and builder can “Add 


Many Extra Cubic Feet to Your Home 
at .ow Cost” with a Bessler unit. Size 
of the folder is 6%” by 3%”, to fit 
even the smallest size business envel- 
ope used for invoices, statements, etc. 
Inclusion of the Bessler advertising 
piece in all outgoing mail should de- 
velop many new prospects for Bessler 
Disappearing Stairways. The light 
we'zht of a single folder will not in- 
crease postage costs per letter. There 
is imprint space on the back page. 
Write the Bessler Disappearing Stair- 
way Co., Dept. AL, 1900 East Market 
St., Akron 5, Ohio. ° 


“Purchasing Procedures to Save 
Time and Money” outlines several 
tin e-and-money-saving procedures for 
fas', precision purchase action. A fea- 
ture of the booklet is a check list 
which gives the purchasing depart- 
ment a capsule survey of the impor- 
tan’ information needed for efficient 
operation. Checked answers point up 
the need for improving records and 
simplifying procedures. For copy of 
this booklet, known as X-1202, write 
Re: :ington-Rand Ine., Dept. AL, 315 
Fourth Ave., New York 10, N. Y. 


New Installation Instructions for 
“H« w-ell-dor” Sectional type doors 
an’ for sectional type doors with low 
hes ‘room equipment, are now offered 
in casy-to-follow, completely illus- 
tra:ed folders. Made up in large sheet 
for, these folders provide excellent 
“ho v-to-do-it” literature for home- 
owrers. Write The Howell Manufac- 
tung Co., Dept. AL, Cottman St. 
anc Hasbrook Ave., Philadelphia, Pa. 

\-w Small Vertical Pump Bulletin: 
Cor-truetion features of Allis-Chal- 
me): small vertical pumps for side- 
wal’ or submerged mountings are 
described in a new eight-page bulletin. 
Unis covered are available in capa- 
Citis to 250 gallons per minute at 
hea's to 125 feet for coolant circulat- 
ing, air conditioning, etc. Sidewall- 
mounted units are the mechanical- 
Seal, closed-impeller pump (Type 
RWYV and HWV), the mechanical-seal, 
open-impeller pump (Type CRV), and 
the mounted, sealless, open-impeller 
pump (Type KW). Submerged- 
mounted units are the sealless, open- 
Impeller pump (Type KF), and the 
Sealiess, closed-impeller pump (Type 
RHV). For copies of bulletin, “Small 
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Vertical Pumps,” 52B6975A, write 
Allis-Chalmers Manufacturing Com- 
pany, Dept. AL, 1197 S. 70th St., 
Milwaukee, Wis. 


“An Investment in Better Living,” 
a new 8-page brochure, displays the 
resilient tile floor covering, KenRub- 
ber, in a series of full-color illustra- 
tions of varied room interiors. Ken- 
Rubber floors in smart designs are 
shown in living-room, combination 
kitchen-dinette, kitchen-laundry, bath- 
room, business office, florist shop and a 
hospital room. Homemakers and deco- 
rators will be attracted by the colorful 
suggestions shown. The booklet offers 
decorating ideas for harmonizing floor 
coverings in exciting designs and high- 
style colors with modern furnishings, 
fabrics and lighting. Write Kentile, 
Inc., Dept. AL, 58 Second Ave., Brook- 
ivan, N. XY. 


To assist you in selecting ladders, 
the American Ladder Institute, has 
prepared a pamphlet entitled: ‘“There’s 
a Right Ladder for every Job.” This 
digest of things one should know 
about ladders with suggestions for 
their proper use and care is available 
upon request at no charge. Should you 
have a ladder problem or special ap- 
plications requiring individual atten- 
tion, write the American Ladder 
Institute. The Institute will contact 
those manufacturers who specialize in 
building ladder equipment to custom- 
ers’ specifications. Write American 


. Ladder Institute, Dept. AL, 666 Lake 


Shore Drive, Chicago, Ill. 


A new full color folder is available 
on Hachmeister’s newest product, 
Hako Vinylfiex Plastic Floor Tile. 
Many applications of Vinylflex in the 
home are illustrated, as well as in- 
stitutional and business installations. 
Considerable extra expense and care 
was exercised in an effort to repro- 
duce in print the actual color and 
graining matches of the tiles. For 
copies of the new folder (VT-400), 


write Hachmeister-Inc., Dept. AL, 
Pittsburgh 30, Pa. 
“What’s a silicone?” You have 


probably had that same, seemingly 
simple question put to you many 
times. And for every time the ques- 
tion is asked, a different and partly 
correct answer could be given. Sili- 
cones are fluids and resins that keep 
clothes and shoes and brick walls dry 
in the rain. They’re compounds that 
keep radar, from going blind on a 
foggy night. They’re fluids that polish 
without rubbing. They’re rubber that 
won’t melt on hot aircraft engine 
cylinders or freeze on switches that 
operate bomb bay doors at 100 degrees 
below zero. They’re electrical insulat- 
ing resins and varnishes that double 
the power of electric motors or multi- 
ply by ten the life of electrical ma- 
chines. They’re described in a 32-page 
booklet entitled, ““What’s a Silicone?” 
For copy write Dow Corning Corpora- 
tion, Dept. AL, Midland, Mich. 





S. 


"Dutch Boy" Color Gallery 


Hundreds of paint dealers 
throughout the country have re- 
ported increases in their paint sales 
of 15 to 50% within a year after 
installation of National Lead Com- 
pany’s multiple-color system, the 
“Dutch Boy” Color Gallery. Ac- 
cording to dealers, the excellent 
choice of colors plus the results 
obtained with the new interior fin- 
ishes, “Dutch Boy” Flat Wall 
Enamel and Satin Finish Enamel, 
have been responsible for the mer- 
chandising appeal of the Color Gal- 
lery. There is a choice of 112 
colors, selected by experts in mod- 
ern decoration—ranging from deep 
tones to pastels, from accent tones 
to background shades. Components 
of the system include an attractive 
display with the 112 color chips 
arranged numerically. With selec- 
tion of a particular color, the dealer 
adds one tube of color blender to 
the white blending base kept in 
stock and mixes for a few minutes. 
The entire stock of color blenders 
fits into a space the size of an 
average door and the white bases, 
which complete the system, take 
less shelf space than is normally 
devoted to a 12-color line. Write 
National Lead Company, Dept. AL, 
111 Broadway, New York 6, N. Y. 


Selector Chart Available 


Spearheading a nation-wide cam- 
paign to acquaint jobbers, dealers 
and consumers with the specific 
uses of anchoring devices for many 
purposes in construction and in- 
dustry, an elaborate Selector Chart 
is being released by U. S. Expan- 
sion Bolt Company. The firm makes 
lag-screw and machine bolt expan- 
sion shields, toggle bolts, screw 
anchors, turnbuckles, clamps and 
other anchoring devices, in addi- 
tion to a variety of masonry drills. 
Announcement of the Selector 
Chart was made by Kenneth B. 
Zifferer, general sales manager of 
U.S.E., who has devoted many 
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JOINTING BIRCH VENEE 
IN A MODERN MILL 


Throughout the U.S.A. over 200 
leading industrial plants are regu- 
lar users of BRAUND birch veneer 
and other products. 


BIRCH PLYWOOD 


STOCK PANELS 
Grades A-A, A-l, A-2, A-3, 1-l, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: 1," to 34”. Complete stock 
sizes. 


BIRCH DOOR PANELS 
Grades available: A-3, 1-3, 2-3, 
3-3, in 4” and 3%”. All panels are 
3-ply. 

All Birch plywood meets Bureau of 
Standards specifications. 


BIRCH VENEER 
Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100”. Backs, Cross 
Banding and No. 1 Sheet Stock. 


L. C. L. or CAR 
SHIPMENTS 


also available from our new 
DETROIT WAREHOUSE 
including 
DOOR PANELS 
birch and gum ! and %%. 
STOCK PANELS 


birch and gum, all sizes 


SHEATHING 


fir and gum, all sizes 
Specify your Requirements 


W.R.BRAUND 


Company 


Room 214 Wabeek Building 
280 West Maple Avenue 
Birmingham, Michigan 
Telephone— Midwest 4-3450-51-52-53 
Birmingham TWX 500 
Detroit Warehouse— 
Tel. TY 4-4095 
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months to development of the 
guide. “The Selector Chart will 
greatly increase the general under- 
standing of important and little- 
known facts about anchoring de- 
vices,” says Mr. Zifferer. “We are 
making it available to anyone who 
requests it by mail, or through any 
of our recognized jobbers.” Write 
U. S. Expansion Bolt Company, 
Dept. AL, York, Pa. 



































Weathered White Sidings 


The popular Flintkote Stri-Color 
line of asbestos-cement sidings has 
recently been enlarged to include 
the latest in modern siding design 
and color—-Weathered White. This 
new siding combines a handsome 
Flintkote light gray striated line 
embossed into a white background, 
giving the shingle an attractive 
“weathered white” effect. It is ideal 
for either new construction or mod- 
ernization. Write The Flintkote 


Company, Dept. AL, Building Ma- 
terials Div., 30 Rockefeller Plaza, 
New York 20, N. Y. 




















Increased power, three entirely 
new engines, improved brakes, and 
a self-shifting transmission for 
some light models are among 50 
new features and improvements in 
the new B-4 Series of Dodge ‘“Job- 
Rated” trucks. The new trucks 
meet approximately 98% of all 
hauling needs with seven engines 
ranging from 100 gross horsepower 
in the 44-ton to 171 gross horse- 


power in the 4-ton models, gross 


vehicle weights ranging from 4,25 
to 40,000 pounds, and gross cor 
bination weights ranging up 
60,000 pounds. The new Truck- 
matic transmission with gyrol flu 
drive available for % and 34-t 
models brings this new driving ea 
to the truck field for the first tim 
Dodge is reportedly the first tru 
manufacturer to offer on conve 
tional trucks such a transmissi: 
with four speeds forward, plus o1 
reverse speed, and which requir 
no gear shifting in normal drivin¢. 
The 882 square inches of glass aré 
(illustrated here) in windshields « 
the new B-4 Series Dodge “Jo! 
Rated” trucks provides unusu:! 
visibility for drivers to see tl 
road immediately, ahead of tle 
front bumper, high traffic lights, 
and approaching drivers on sit> 
streets. Dodge tinted glass is avai 
able in all glass areas in the ne 
models. Write Dodge Division A},, 
Chrysler Corporation, Detroit 31, 
Mich. 


< 





"Dike,"" New Hydraulic Cement 


A new hydraulic cement for stop- 
ping water flow through masonry 
walls has been announced by the 
Peerless Cement Corporation. 
Called Dike, the new product is a 
fast-setting, cement-base compound 
which sets and dries in remarka!ly 
short time, according to Frank N. 
Steadman, manager of the corpo"a- 
tion’s Paint Division. It has been 
formulated and developed es)e- 
cially by Peerless chemists or 
plugging leaks in basement wails, 
swimming pools, fountains, wzsh 
tubs—-and also for caulking, poi:tt- 
ing or repairing chimneys, wells 
and masonry sills. It can be :\p- 
plied by hand, and sets complet ‘ly 
in four or five minutes. The use of 
Dike to stop active leaks and ‘ill 
holes or cracks in walls, follov ed 
by two coats of Peerless Cem nt 
Paint to seal the wall surface «nd 
give added protection against m« is- 
ture, is recommended for a ° ry 
basement, according to Mr. Stexd- 
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The NEW 
“BANNOCKBURN” 


Model DFW 


| Seal mevicine casinet 

















BANNOCKBURN Model DFW -.-¢¢2-2 


The most attractive bathroom — : aka ap 
medicine cabinet value ever . 
offered—recess type with stain- 
less steel rims on three plate 
glass mirrors. Center Mirror: 
16”x 22”; Side Mirrors: 8” x 22"; 
Wall Opening: 14”x 18”x 334”. 





Beautiful-Practical-Fast Selling 
Features of BANNOCKBURN Beauty and Utility 


@ Chrome Plated Tooth Brush 
Holder 

@ Non-Yellowing White Enam- 
el, Baked On at High Tem- 
peratures to a Hard, Lustrous, 
Easy-to-Clean Finish 

@ Razor Blade Slot 

@ Three Full Length Chrome 
Plated Piano Hinges 

@ Two Bulb-Edge Glass Shelves 


® Three Beautiful, Polished, 
Plate Glass Mirrors 


® Chrome Spring Rod and Ball 
Door Check 


@ High Quality Bullet Type 
Door Catch 


® Heavy Gauge Steel Cabinet, 
Permanently, Electrically 
Welded 





Wei for a copy of the New Ideal Catalog with illustrations 
Write Today and descriptions of nearly 50 distinctive Ideal Cabinets. 


“ADEAL CABINET CORPORATION 


Division of DesLauriers Column Mould Co. 


“7722 JOY ROAD ¢ DETROIT 4, MICHIGAN 


Burtptnc Propucts MERCHANDISER 


UNIT WINDOW 
MANUFACTURERS © 








| USE A SPECIAL 
| WEATHERSTRIP 
OF YOUR OWN 
DESIGN.... 


Its easy. 


. .. AND MUCH CMEAPER 
THAN YOU MIGHT THINK 


SO WRITE TODAY. .. 








385 MIDLAND AVE. 
DETROIT 3, MICHIGAN 


We manufacture all types of 
custom metal rolled shapes. 


REPRESENTATIVES: 
There are still a few choice territories 
available! Write for information. 
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New Stalls for Dairy Cows 


“Our new Comfort Stall can raise 
milk production of any dairy herd 
up to 10% ... and we can prove 
it!’ That is the statement of Joseph 


B. Clay, president of Clay Equip- 
ment Corporation. This company 
has just developed and put on the 
market... a new type of Comfort 
Stall for dairy cows. Wider and 
easier for cows to lie down, this 
stall is said to prolong the yearly 
high milk production period of 
dairy cows. It also helps maintain 
a longer production life per cow 
. . . With one or two more lacta- 
tions. Rails at the front cause the 
cow to move back so that drop- 
pings seldom occur where cow lies 








HARCO BRAND OAK FLOORING 


perfection in 


marching 





benefits by precision manufacture that guarantees perfect 
end and side matching. Exacting care in selection of stock, in 
seasoning and in machine work, assures tight, stable joints, 
smooth surfaces, uniform texture and color. HARCO BRAND 
flooring is NOFMA Grade-Marked. 

Here is flooring that will back up in service every sales point 
you make for it! 


Remember! HARCO BRAND oak flooring is produced in 


the heart of the Appalachian Hardwood region — the source 
of America’s finest hardwoods, 


Edie» 


@ SAVE MONEY on unloading and 
warehousing your flooring. Buy your 
oak flooring in HARCO Palletized Units 
and cut handling time and labor as much 
as 75 per cent. With fork lift or hand 
pallet truck, you step up efficiency — 
reduce overhead and increase profits over- 
night! Write for descriptive folder. 


HARCO 


PALLETIZED 
FLOORING 





EACH-MAY-WILSON, INC. 


cme 6 O A... EN NE SS ES 





down. Cows are kept surprising]: 
clean . . . use much less bedding 
These same rails keep the cow fror 
tossing feed up and out of th 

manger. In addition, the extra wid 

stall helps prevent udder injurie 

Write Clay Equipment Corporatio:., 
Dept. AL, Cedar Falls, Iowa. 





Painter's Handy Guide 


This practical painting aid is for 
use in painting or varnishing win- 
dow frames, baseboards, quarter- 
round, mouldings; for trimming 
and decorating purposes. It is made 
of a strong, resilient plastic com- 
pound of high-impact strength, 
shatter-proof and chip-proof, eas- 
ily cleaned. Small pads raise the 
painting: edge so that there is a 
slight clearance between the paint- 
ing edge and the surface under- 
neath. The paint cannot creep 
around the edge to leave a smear 
or streak when the tool is lifted 
off or when it is moved to a new 
position. Convenient handle with 
supporting leg is easy to hold in 
place. Cannot rock, tip, teeter, slip 
or skid. Two sizes are available: 
a 5%”, or a 9” painting edge. For 
descriptive literature write Thoss 
Manufacturing Company, Dept. AL, 
North Manchester, Ind. 





Liquid Raw-Hide 

This new wood and plaster sea’ 
is reported tc contain 25% mc”e 
solids than previous sealers. Te 
manufacturer points out that most 
sealers contain about 50% sod 
non-volatile-matter, whereas tis 
new product sold under the trade 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIvIsION 
VANCOUVER, B.C. 








SELL MORE PANELING 
this cary way 


Place a VL&P Merchandising Display in Your 
Window or on the Counter. Three 2’x3’ Panels 
with Self-Supporting Stands Show 24 Beautiful 
Solid Paneling Strips of Foreign and Domestic 
Woods Available from Stock! 





These panels will start and stop consumer traffic, will also help 
architects and contractors in selecting their design schemes. 


SPECIAL DISPLAY OFFER! 


Displays designed for light weight. Are easily carried to the pros- 
pect or to group meetings for creating interest or determining type 
of paneling most suitable for the job. There’s a wood to meet the 
various moods and architectural design of any type home, office, 
etc. — at a price anyone can afford to pay. 


® 3 separate paneling displays, each contain- 
ing eight different sales-producing woods to 
set you up in the paneling business 


@ One panel contains the “character-marked” 


' P domestic woods—one panel the clear domes- 
Backed by VL&P’s complete quality stock of paneling, lumber and te hendnendh: tx: medion ede die <ene 


millwork facilities, you can sell with confidence and be assured the fancy domestic and foreign hardwoods 


of service. 
@ Panels completely finished in attractive nat- 
Let us have your inquiries today! ural satin finish; each wood identified on 
panel; each panel a complete, easy-to- 


The Veneer Lumber & Plywood Co. handle merchandising display 


Offices and Warehouses 


Write, wire or phone now for 
complete information! 


2637 S. Throop St. — Chicago 8, Ill. 
CAlumet 5-5674 











BUILDING Propucts MERCHANDISER 


107 - 








name, Liquid Raw-Hide, is guaran- 
teed to contanr 62% %, thus great- 
ly increasing its efficiency. Linseed 
Oil Products Co. has long been 
known for the manufacture of 
resin-free (all oil base) finishes for 
all kinds of wood. This new prod- 
uct is also completely resin-free. 
The versatility and body of Liquid 
Haw-Hide Wood & Plaster Sealer 
is said to make it adaptable to paint 
enamelizing, plaster sealing, and it 
may also be used as a penetrating 
floor finish, or to convert a flat to 
an egg-shell enamel finish. Drying 
time is two to three hours for dust- 
free; six to eight hours to a hard- 
dry. Write Linseed Oil Products 
Co., Dept. AL, 359 Del Monte St., 
Pasadena 3, Calif. 


SELLE 





The "Stay True” Level 


This new laminated level, called 
the “Stay True” Level, is being 
featured by the Goldblatt Tool 
Company. It is made of compressed 
12” laminations of cross-grained 
specially selected woods that are 
impregnated with phenolic resins, 
which fill each minute pore of the 
wood. This is said to assure a com- 





DISTRIBUTORS 


YOU CAN COVER 
THE KITCHEN FIELD 


BY ADDING BRAMMER 








with THREE PRICE RANGES 


« —_ —s 
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| — 
=e ie = - 
| 





Assembled 
and lacqured 


When in Chicago 
Don't fail to see Brammer 
at 11-112 Merchandise Mart 


or NAHB Convention, 
6th Floor, Room 41A 
Conrad Hilton Hotel 


kitchen in Natural Birch that answers 





Assembled Semi- 
unfinished 





BIRCH 


Brammer is the fast moving 


the ever increasing demand. 


Brammer is the kitchen designed for 


Complete your line 
Be a Brammer distributor 


a 








easier-faster selling, because it is more 
profitable to the dealer and more 


appealing to the customer. 


Write today for complete details. 


Full color literature 
available. 


BRAMMER MANUFACTURING COMPANY DAVEN 


SHOWROOMS; 


108 
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pletely moisture-resistant level tha 
is extremely tough and that wi’ 
stay straight for its lifetime. The 
are two convenient hand holes. 
and no metal binding to chill « 
burn the hands. Write Goldblai 
Tool Company, Dept. AL, 192 
Walnut St., Kansas City, Mo. 





Low-Priced Electric Jig Saw 


A new electric jig saw feature 
a built-in rotary motor which i 
completely enclosed in the stee! 
housing for absolute safety. Th: 
new jig saw is complete and read) 
to use .. . just plugging in and 
flipping the switch enables the use: 
to saw wood up to a full 14” thick, 
and soft metals up to 14” thick 
Though compact and portable 
(overall dimensions are 1214” » 
814” x 534”) the saw has a larg: 
arm capacity, and saws to the 
center of a 16” circle. The new jig 
saw sells at a low price complete 
with motor, extra blades, and 22 
full-size project patterns. It is 
manufactured at the company’s 


Lake Zurich, Ill. plant. Writ 
Burgess Vibrocrafters, Inc., Dept. 
AL, 180 N. Wabash Ave., Chicago 


1, Til. 








Barclay Panels 


Barclay Manufacturing Compan 
now is able to make use of an e> 
clusive new Melamine finish. Deve: 
oped during the war as a protectiv 
coating for tanks and the decks ¢ 
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‘leships, Melamine was _ first 
d in civilian production for re- 
erators, stoves, washing ma- 
1es and other products formerly 
shed with porcelain enamel. Now 
‘clay has adapted this finish for 
in its wall and ceiling panels. 
solutely waterproof, it can be 
hed again and again — the 
irs will not fade, and no amount 
vear will make the smooth sur- 
» erack, peel or chip. Barclay 
eling is available in 11 decora- 
colors. It comes in three styles 
‘olidtone, streamlined and tile 
tern. Ideal for new homes, or 

remodeling kitchens,  bath- 
ms, playrooms and closets, the 
amine-finished Barclay paneling 
asy to apply. Write Barclay 
iufacturing Co., Inc., Dept. AL, 
Gerard Ave., New York 51, 


ee 








Malt-A-Master 


"he Malt-A-Master, considered to 
he first fully-balanced window 
1 a simple, foolproof removable 


feature, has been introduced 
“he Malta Manufacturing Com- 
y. The new window unit is fully 
therstripped, modular, and 
s stock sash, including storm 
screen sash, which can be re- 
d. The Malt-A-Master employs 
xclusive Malta clip, fastened to 
end of the airplane-type sash 
» in the invisible balance. This 
way clip permits the sash to 
‘emoved. When the window is 
nced, the clip fastens to a hook 
‘dded in the metal weather- 
. To remove the sash, the clip 
fted slightly, and the sash is 
‘d until the clip engages a hook 
he top edge of the sash. This 
ion disengages the sash from 
frame, and it can then be re- 
ed by pressing one side of the 

into the weatherstrip, and 
iging the opposite side out of 
frame. The Malt-A-Master also 
a foam rubber filler behind 
weatherstrip to seal out air. 
window can be used in walls 
arying thicknesses of siding, 
k Or masonry. For literature 
The Malta Manufacturing 
npany, Dept. AL, Malta, Ohio. 






RUBBER TILE - 











Fact No. 1: Over-the-counter sales of flooring is big business today; 
naturally you want to get on the band wagon... cash in. 


Fact No. 2: Your opportunity for building more sales and profits 
and gaining more satisfied customers is greater if you sell “quality” 
floor tile that is nationally advertised and accepted. 


Fact No. 3: The answer is B. F. Goodrich Rubber Tile. You can 
sell it with confidence. It’s easy to handle... to cut... to lay 
down ... comes in a wide range of beautiful colors ... offers life- 


time wear. 


Fact No. 4: You'll find that satisfied customers, by word-of-mouth 
advertising will soon send in more and more prospects for B. F. 


Goodrich Rubber Tile. 


For descriptive literature and detailed information on how to increase 
“over-the-counter” sales, write B. F. Goodrich Co., Flooring Divi- 
sion, Dept. L12, Watertown 72, Mass. 


i 


ASPHALT TILE + VINYL PLASTIC TILE - RUBBER COVE BASE - 


“ch FLOORING PRODUcre 


ACCESSORIES 


B.F.Goodrich 
RUBBER TILE 
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Clark Snow Plow Attachment 


A snow plow attachment is now 
available for use on all Clark pneu- 
matic-tired fork trucks excepting 


mechanically adaptable to uneven 
ground surfaces. The ballast box, 
mounted directly over truck forks, 
may be loaded with any kind of 
material to provide drive-wheel 
traction. The blade assembly, %e” 
thick and 2314” high, is attached 
to the plow mounting assembly by 
a single vertical pin around which 
the blade may be rotated for angle 
adjustment. Pushing blocks, located 
at the base of the plow assembly, 
enable the plow blade to exert 
maximum force at the base of the 
snow load, where the resistance is 


the 1000-lb. Trucloader. The plow 


greatest. A compression coil spring 
acts as shock absorber. The snow 
plow is readily detached as a unit 
and requires no tools for mounting 


is a non-hydraulic attachment 
which is adjusted manually to sev- 
eral blade angles, and which is 
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1 Widest Selection in the Middle West 
2 Uniform Quality in All Grades 
3 24-hour Shipping Service 


PLYWOOD PANELS — over 50 species 

Fir, Pine, Gum, Birch, Oak, Walnut, Maple, Mahogany, Limba, African 
Cherry, Prima Vera, Redwood, Philippine. All sizes up to 48”x192” — 
all thicknesses, 1/16” up. 

PLYWOOD SPECIALTIES... 

Plytex — wire-brushed decorative plywood 

Plypreg and Welchboard — Plastic surfaced plywood 

Die Blox — Superstrong, even-ply die stock 

P. V. Hardboard — Low cost wallboard, 4’ x 8’ 

Mouldings — Pine and Philippine Mahogany — 80 patterns 
Tileboards — Wal-lite, Satin-lite, Grani-lite 

Plyron — Hardboard faced Fir plywood 

Plyweave — embossed decorative plywood — Fir & Redwood 

GLUES, REZ wood sealers, INLAY PICTURES 

DOORS —— House and Cabinet... 

Birch, Oak, Fir, Philippine Mahogany — over 80 sizes 

Cabinet doors, 3/4” Birch and Vertical Grain Fir 

PLASTIC DECORATIVE SHEETS... 

Consoweld and Parkwood Plastic—over 75 colors and designs, plus 
real wood veneers, wood pattern designs. 1/16” and 13/16” — for tables, 
sink tops, furniture etc. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue e Chicago 22, Illinois 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Coll AETNA for PLUS VALUE in PLYWOOD 















or dismounting. The plow is pri- 
marily designed for snow removal, 
but it may also be used for gr:.d- 
ing, back-filling and other simi!ar 
light yard maintenance operatio:is. 
For literature write Industrial 
Truck Division of the Clark Equ 'p- 
ment Company, Dept. AL, Bait’le 
Creek, Mich. 


New Duroc Finish 


A new improved surfacing has 
been announced for Color-Grain: d, 
decorator-designed asbestos 
siding recently introduced by Tie 
Ruberoid Co. Duroc, as the new 
finish is called, is a development of 
the Ruberoid research staff. Du: oc 
is said to enhance the appearance 
of the siding and also provide a 
protective coating against dirt, 
stain, wear and weather. Spec'fic 
advantages claimed for Duroc are 
that it adds a lustrous surface, 
highlights the unique “shake” tex- 
ture of the siding, and keeps the 
attractive duo-tone colors bright 
and fresh indefinitely. Write The 
Ruberoid Co., Dept. AL, 500 Fifth 
Ave., New York 36, N. Y. 


the 








Reflector-Hardware Catalog 


Reflector-Hardware Corporat on 
announces the publication of a new 
74-page general catalog. The new 
book contains a complete select on 
of metal merchandising equipm< nt 
including: pricing and signing ma- 
terial, binning hardware, ov?! 
counter units, window and coun er 
display stands, floor racks, <nd 
other merchandise display needs. 
In addition to the standard lis, 
the new book introduces a num er 
of new fixtures including a ccm- 
plete line of Spaceboard and Spa7e- 
Klips for the increasingly popv ar 
perforated panel displays. For c« py 
write Reflector-Hardware Corpo “a- 
tion, Dept. AL, Western Ave. at 
22nd Place, Chicago 8, Ill. or “25 


West 34th St., New York 1, N. Y. f 
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Each bundle marked 
for grade and source— 
Your guard and guide 






LE FLOORING MANUFACTURERS ASSOCIATION 
















i Suite 584, Pure Oil Building, 35 E. Wacker Drive 
CHICAGO 11, ILLINOIS 





You can stock, and sell, 
and make money on every 
grade of MFMA Northern 
Hard Maple Flooring. Those 
MFMA grade and mill marks on 
the under side mean exactly 
what they say. That 
goes for MFMA Birch 

and Beech, too. 





JIFFY-SET 


SLIDING DOORS 
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INSTALL IN ® THE TIME NEEDED 
FOR OTHER SLIDING DOORS !!!1!! 


4, HERE'S WHY! 


The inique hanger plate diagrammed below eliminates scribing 
anc cutting door. The door is plumbed true to face jamb by 
as ple turn of the adjustable hanger. That's all there is to it 
—y u're set in a jiffy! Installation time is just about one-third 
tha needed for other sliding doors. 

In .ddition, the Jiffy-Set Sliding Door Frame is completely 
pac aged and ready to install. Frame parts are precision man- 
ufac ured of quality materials to guarantee years of pleasant 


sati; action. mec 
SO REMEMBER! Where both 


quaiity and speedy installa- 
tion are important — ONLY 
JIFFY-SET has the adjustable 
hancer. Why don’t you 
write teday for full details! 


ADJUSTABLE 
HANGER 
BOLT 

















THE SUNSET MANUFACTURING CO. 


414°, California Ave. Bakersfield, Cal. 








Helpful Books on 
Estimating, Construction, Planning 
and Designing 


BLUEPRINT READING. By Dalzell, McKinney 
and Ritow. A practical book of self-instruction 
on blueprint reading as applied to the building 
trades. The popular question and answer 
method is utilized and two sets of plans are in- 


cluded. Price $1.50. 


CARPENTRY. By Towrisend. A practical trea- 
tise on simple building construction, including 
framing, roof construction, general carpentry 
work, exterior and interior finish of buildings, 


building forms, and working drawings. An out- 
standing book. Price $2.50. 


CYCLOPEDIA OF BUILDING TERMS. 64 
pages of definitions, illustrations, charts and 
tables to assist lumber and building material 
dealers in the operation of their business. Man- 
ual on Fundamentals of light construction and 
building materials for lumber dealers. Excellent 
presentation. Price 50c. 


HOW TO ESTIMATE FOR THE BUILDING 
TRADES. By Townsend, Dalzell and McKinney. 
A complete and practical book on the estimat- 
ing of materials and labor, plus the actual prac- 
tices of the various trades in handling construc- 
tion details. Mathematics used by estimators 
are explained in full. Also covered are excava- 
tions, masonry, carpentry, electricity, sheet 
metal, lath and plaster, marble and tile, paint- 
ing, hardware, linoleum, heating and air-condi- 
tioning, plumbing, glass, curtains and shades. 
629 pages with 310 illustrations. Price $5.50. 


STANDARD MOULDING BOOK. Fourth edi- 
tion. Over two hundred and fifty mouldings 
shown in actual size perspective. Excellent out- 
lines and descriptions. Price $1.00. 


STEEL SQUARE. By Townsend. The steel 
square has become one of the most useful tools 
in the carpenter’s kit. This edition follows 
through the construction of a dwelling from 
start to finish. Index is arranged so that the 
workman can turn instantly to the job in which 
he is interested. Price $2.25. 


Terms postpaid, please include 
check with order and mail to: 


AMERICAN LUMBERMAN, Inc. 
139 No. Clark Street, Chicago 2, Illinois 
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New Panelyte Panels 


The application of decorative 
laminated plastic to flat surfaces 


without adhesives is now possible, 
according to the Panelyte Division, 
St. Regis Paper Company. In an- 
nouncing its new 1/10” laminated 
all-plastic panels, C. R. Mahaney, 
vice-president and general manager 
of the Division, points out that the 
new construction method, and the 
new thickness of the laminate, give 
architects, builders, fabricators, ap- 
plicators, and “do-it-yourself” 
homeowners a simple, yet perma- 
nent, method of installing both ver- 
tical and _ horizontal laminated 
plastic surfaces. Panelyte 1/10” 
panels can be installed directly over 
old surfaces, if the existine surface 











TWX 461 








P.0. BOX 86 URBANA, ARK. 


Serving you from three modern mills at 
Springhill, La.—Calion, Ark.—Urbana, Ark. 
Cutting more than 40,000,000 feet annually. 


Shipments of ,. 


> Top Quality hy 

* Southern PINE : 
+ and HARDWOOD . 
: Lumber + 








PHONE 
L.D. 16 
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is free of high spots. The engi- 
neered curve in the face of the 
Panelyte panel makes the lamin ted 
sheet hug the surface, new or old, 
to which it is attached. The panels 
“float” in metal moldings. For 
either vertical or horizontal «ur. 
faces, matching metal moldings are 
available in the most populer k: ch- 
en and bathroom colors and _»at- 
terns. Write Panelyte Division AL,f 
St. Regis Paper Company, 230 FE ark 

Ave., New York 17, N. Y. 








New Addition to Cabinet Line 


Called the “Ranch Type” because 
of its width and simplicity, this new 
medicine cabinet is especially adapt-§ 
able for use in connection with van-— 
ity-lavatory combinations. The 
cabinet has a seamless, one-piece 
drawn steel body, which is bonder-F 
ized after forming and coated withf 
a high-lustre, baked enamel finish = 
It is equipped with polished, bevel 
plate glass mirror, stainless steel, 
ratched type mirror clips, fulf 
length, stainless steel piano type 
hinge, glass shelves, adjustable 
stainless steel shelf supports, anif— 
convenience outlet for electric raf 
zor, dryer, etc. Write the F. Hf 


Lawson Company, Dept. AL, Cinf 
cinnati 4, Ohio. 








— 
& ” 
Packaged Sets 
All hardware necessary ior 


complete sliding door installat on 
now packed together in one coly 
tainer. This method of har ilinip 
Rolling Door Hardware cuts stor; 
age space, makes identificati.n & 
desired package easier, and sa es! 
tremendous amount of time fc* th 
dealer because it contains a! thy 
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Spraying by Plane 
Our Future Crop of Timber 


_ INSURANCE 


FOR YOUR FUTURE NEEDS OF 


@ HARDWOODS 
@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 
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ecause 

is new MENOMINEE INDIAN MILLS 

—_ Neopit, Wisconsin Now! ANOTHER BIG REASON Why 

. The Air-dried) QUALITY LUMBER Kiln-dried Chickasaw Flooring is Your Best Buy! 

2-piece 

onder-— For greater convenience and economy in 1953, enjoy the 

d with added benefits from Chickasaw Oak Flooring—now palletized! 
— The savings in time and labor in unloading . . . storing .. . 

» DEVE egege or sending a complete unit from the car to the job mean 

tee Facilities to Serve You via le ee ait 

oe ‘ . g flooring will give even more profits than 

" pes in the past! Consider the man-hours saved unloading by fork 

astable DRY KILNS—20 Tracks of Latest Moore De- lift —the reduced handling overhead — plus the well-known 

s, and sign. Capacity 1 million feet per merits of Chickasaw Flooring itself. You can be certain that 

Yic Ya charge. Chickasaw Palletized Flooring is one Christmas package 
F. you'll be glad t ‘eive! 

4, Cin- DRY SHEDS—Ample Storage Adjacent to Car- lala aialiehiae 


line Means Dry Lumber for you. 


DRY LOADING DOCK—Can Load 19 Cars 
Under Roof. Assures you quick 
Shipment Regardless of Weather. Order Chickasaw Oak Flooring today in Pre-Finished or 
io aoe Unfinished 


Be wise—Palletize! 





—s THERE IS NEVER A LET DOWN 
. IN OUR QUALITY- 
PRECISION MANUFACTURE 





MIXED CARLOADS: Mixed Cars of Oak Flooring, Oak 
Sills, Treads, Risers, Nosings, Thresholds, Oak Trim and 
FAS Oak Lumber furnished in various thicknesses. Also 
Plank Flooring, Plain or Quartered, Finished or Unfin- 


ished. MEMBER NATIONAL OAK FLOORING 
MANUFACTURERS ASSOCIATION 


ye 
1905 tells 


Memphis Hardwood Flooring Co. 


Mills at Anderson & Canby, California ' ; 1591 THOMAS ¢ MEMPHIS, TENN. 


Sales Office: Anderson, California 
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hardware necessary for a complete 
track and hanger installation. 
Track, hangers, flush door pulls, 
door guide, and all necessary 
screws are packed in one complete 
set. The carton is square for easy 
stacking, green for attractiveness, 
and labeled with different colored 
labels for quick identification of 
the types of packages. The 9 differ- 
ent packaged sets handle all slid- 
ing door installations from 5” 
thick by-passing doors to 17%” wall 
pocket doors. Write Washington 
Steel Products, Inc., Dept. AL, Ta- 
coma 2, Wash. 


Imported Plywoods 


For those dealers whose cus- 
tomers like the exotic and unusual, 
the Ready Lumber and Plywood 
Company of Seattle, has recently 
introduced several striking plywood 
imports. They include Sen Wood 
from Japan, a very fine-grained 
wood with the grain effects of ash 
and a velvet-smooth, soft texture; 
Shina, also a Japanese wood; and 
beautiful Philippine Mahogany 
woods in either rotary cut or rib- 
bon. In addition, Ready Lumber 
offers popular domestic Birch. 
Adaptable to the many uses that 
characterize plywood generally, 
these foreign hardwood panels re- 
portedly give an elegant, luxuriant 
look wherever they are applied. 


Officials of Ready Lumber say that 
offices, homes, reception rooms and 
similar places where appearance 
is a prime factor, will take on a 
new, rich distinction with these 
panels. And they are reasonably 
priced to appeal to a wide market. 
For free samples of these woods 
write Ready Lumber and Plywood 
Co., Dept. AL, 2115 North 34th St., 
Seattle 3, Wash. 





Disposable Saw Blade 


A recent development in wood- 
working saws is the disposable 
Hard-Tip blade announced by Hein- 
emann. Unusually low in cost, the 
blade is simply discarded when dull, 
like used razor blades. An exclu- 
sive process of manufacturing and 





hardening reportedly enables thes« 
saws to stay sharp from four to six 
times longer than conventiona 
saws. Disposable Hard-Tip saw: 
elminate saw sharpening problems 
as well as the expense of repeate: 
sharpening. The saw is describe: 
as having super-hard, short teet! 
which cut faster, smoother anc 
quieter. Being short they can’ 
grab, are safer to operate, do not 
vibrate and require less power. 
Hard-Tip saws never develop 
cracks, are always round and effi- 
cient. They work equally well on 
any type saw machine on almost 
any kind of work. For literature 
write Heinemann Saw & Manufac 
turing Co., Dept. AL, Canton 6 
Ohio. 





Now nnn Mitred 


Edge Guard —the steel casing 
for doors and windows in drywal! 
jobs, is now available in factor) 
mitred stock lengths. This new fea- 
ture—available at no extra cost- 
saves valuable installation time 





















WEST COAST 
UPLAND HEMLOCK 
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OREGON-AMERICAN 
pactlities are complete 


Behind each order placed with Oregon-American stands the great, modern 
O-A plant—producing 300,000 feet daily of the finest lumber available. 
a you need in Kiln Dried West Coast Upland Hemlock and 


old-growth Douglas Fir is here—qual- 
ity manufactured and carefully in- 
spected in every production phase. 


Tell us your requirements. We know 
Oregon-American lumber will please you. 





Flooring, Dimensions, Boards, etc. 
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MIXED CARS of 


DOUGLAS FIR LUMBER 


and 


“FASTEST SELLING 





ITEMS WE 
EVER CARRIED !” © 


So easy to use. 
Applies just like 
toothpaste. Stays 
bright, white for- 





@ 
ES 













ADJOINING PLYWOOD PLANT AND 
SAWMILL FOR PROMPT SHIPMENT 
OF YOUR ORDER! } 
| 
| 





Fill your exact requirements in old-growth Douglas 


een 


Fir Lumber and Fir Plywood the Roseburg Lumber 


Company way! Roseburg’s adjoining sawmill and j 


























plywood plant give you fast, prompt shipment and 
g ; . ; Easy to Use 
meticulous attention to your order. Your car is 
' ; MIRACLE TUB-CAULK 
oaded simultaneously from both plants — lumber 
| Squeeze bright, white Tub-Caulk right out of the 
from one, plywood from the other! tube—like toothpaste. Dries in one hour to tight 
waterproof seal that won’t shrink or crumble. Keeps 
Roseburg products are certain to please, too. Our its bright, white satin-smooth finish even after ; 
. d lh ‘ f repeated use of harsh scouring powders. Your Var 
new, modern sawmill has an annual capacity o customers each will buy several tubes of Tub-Cautk — = hie ieee 
100 million feet—Douglas Fir Dimension, Boards and to seal around bathtubs, to fill In cracks around Setf-Sellleg Scour 
rage : shower stalls and to seal cracks between sinks and Display! 
Bundled Uppers, all 100% kiln-dried. walls and between window or door frames. _— 
The plywood plant is also new and up-to-date — "One large retailer reports: “$12,816 Miracle Tub-Caulk sales in 
less than a year old — with complete facilities for 30 days — Most successful promotion ever run!” 
quality production. Produces 50 million feet of Fir 
Plywood annually, and both exterior and interior 
grades can be shipped, as you instruct. 
Solves toughest 
See that the “Roseburg Lumber” trademark is on gluing problems. 














your lumber products today. It means the utmost 


in quality and convenience for you. 


BRANO 
as described in Reader’s Digest 


The rugged waterproof adhesive for hea 


Dealers! Roseburg's timber 
comes from the Umpqua Val- 
ley in the heart of Douglas 





; 

: gyord © peg eg no hed duty jobs. Your customers will want Blac 

7 ar9e™ —qyn0® in the U. S. today Ulargest Magic Adhesive to replace loose tiles .in 

\ io yy, & stand of virgin timber). | This walls, floors or mantels, to fasten rubber 
ag, wwe burg products will please you strips, gaskets, and bumpers on car doors or 
\ 


refrigerators; and to attach furring strips 
directly to concrete or masonry walls with 
Miracle. Anchor Nails. 


Distributed Coast to Ceast 
— and in Canada. 


i and your customers through 
the years. ’ 








ROSEBURG 


LUMBER CO. 





re ( ») Join the profit parade. Order stock today, and watch 


Gok". Offices & Soles sales come fast and easy ---and your profits roll in! 
~ r : 


ROSEBURG, OREGON 


Sawmill, Plywood Plants 
DILLARD, OREGON 


PHONE: 3-5561 
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Edge Guard is known for its 
spring-tight action that draws the 
wallboard snugly into position — 
thus resulting in a tight, clamping 
fit. The casing is easily applied by 
nailing to framing. Edge Guard is 
made for °%%”, %” and 5%” thick 

wallboards. Write Drywall Trim, 
Inc., Dept. AL, 2408 North Farwell 
Ave., Milwaukee 11, Wis. 





/- 4 
ace 


Easy-Aid Silver Cleaner 


The G. N. Coughlan Co. announces 
the addition of Easy-Aid Silver 
Cleaner to its line. The user just 
dips a piece of silver to be cleaned 
into the Easy-Aid, and almost in- 
stantly, the tarnish disappears like 


magic. Then a quick rinse in clear 
warm water, and the silver is 
sparklingly clean, including the 


ornate patterns so hard to reach 


with other cleaners. Write G. N. 
Coughlan Co., Dept. AL, W. Or- 
ange, N. J. 





New Gravity Conveyor 


A new Steel Wheel-Aluminum 
Frame gravity conveyor, that com- 
bines strength with lightness, has 
been designed as a highly portable 
model with the durability to stand 
up under heavy loads. The new 
conveyor is manufactured in 45 and 
90 degree curves, 5, 8 and 10 foot 
lengths, and 12 and 18 inch widths. 
It is available with a wide choice 
of wheel spacings ranging from 6 
to 18 wheels to the foot. A five- 
foot section 12 inches wide with 8 
wheels to the foot weighs only 23 
pounds, yet will support a half-ton 
distributed load. Prices are sub- 


stantially lower than on the com 
parable all-aluminum models, ever 
with the 6 to 10% Rapistan alumi 
num conveyor cost reduction re 
cently announced by the company 
Write The Rapids-Standard Co. 
Inc., Dept. AL, 342 Rapistan Bldg. 
Grand Rapids 2, Mich. 








New Packaged Linseed Oil 


Cargill, Inc. has announced what 
company officials say may be the 
most significant advance in pack- 
aged linseed oil in the past two 
decades. The new oil, made by a 
process called “Dymerization’”’, of- 
fers several desirable features 
which should make it popular with 
amateur and professional painters 








SWINGING PANELS 


... how they can 
make money for you: 


Multiplex provides a modern display for 


doors, lumber specialties, roofing and siding materials, and wall- and 
floor-covering samples. It saves floor space and makes it easy for cus- 
tomers to make selections without needing sales help. 
Multiplex Merchandisers pay for themselves in added sales and lowered 
sales costs. Coupon will bring full information. 





Standard 
Size 





Inexpensive 





907-917 N. Tenth Street 


ADDRESS 
4 SP 





MULTIPLEX DISPLAY FIXTURE COMPANY 


IN csi trereiaence eaityclncatse wanes 


St. Louis 1, Mo. 


structure. 


POLLAK INDUSTRIES CORPORATION | 


TAP the hig 








With or without 4’ backsplash. 
16-29 ".24"-27"-30'"-36"-42"-46" 


*do-it-yourself’’ 


market with 
this profitable 
item 


KITCHEN CABINET COUNTER TOPS 


Fit into any homeowner's kitchen remodeling plans—a _ wide 
range of standard sizes for the individual need! Or install as a 
low-cost part of your own complete cabinet units! These tops are 
made of highest quality maple, are waterproof and warp-resisting, 
have a penetrating sealer finish. Guaranteed against any defects, 
they will be an excellent source of two-way profits for you. 


1" thick. 25” x 15’- 


Also WORK BENCH TOPS for factories, schools, laboratories, home 
work shops. All types. 


Write today for full details and low price lists, discount 


Escanaba, Michigan 


Supplier of Fine Cabinet Tops to the 


D-52 Nation's Leading Kitchen Cabinet Manufacturers 
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~ WOOD KNOBS 


| - | Sizes up to 4 inch 





A COMPLETE SELECTION OF 
WOOD KNOBS AND PULLS FOR 
DRAWERS, CLOSETS, CUPBOARDS, 
ETC. 


WADDELL MFG. CO. 


1/17 Taylor Ave.,N.W. Grand Rapids 2, Mich. 














WOOD PULLS 

















WILLAMETTE END-MATCHED 
FLOORING _ 


EASY TO LAY 
BEAUTIFUL 
LONG-LASTING 





pNotes ecial locking 
joint... eady to lay. 


Save time and money with end- 
matched flooring of HI-HEMLOCK — 
or fir. Less waste—less sawing and 
nailing — finishes beautifully AND 
end-matched flooring is so easy to lay 
you can do the work yourself. 
WILLAMETTE NATIONAL LUMBER CO. 
Plants at Corvallis and Foster, Oregon 
WILLAMETTE VALLEY LUMBER CO. 
Plant at Dallas, Oregon 


Producers of H'!-HEMLOCK®, FIR and CEDAR 
HI-HEMLOCK registered U.S. Patent Office 


Ask your retail deal- 
er for Willamette 
send-matched floor- 
sing or s ding for that 
building job you 
shave in mind. 
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WHITE FIR 


one oft 10 woods 










“—- 


ZF 


from the WESTERN 
PINE 
REGION 


Light weight, softness, straightness of grain 
and uniformity of texture make this lumber 
easy to handle, cut, saw, shape and nail — thus 
saving costs on the job. Widely used for framing, 
sheathing, subflooring, etc. Select grades are 
excellent for interior and exterior trim, millwork 
and many industrial uses. 





This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 





THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free illustrated 
book about White Fir. 
Address: 
Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 
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J. HERBERT BATE CO., INC. 


FOUNDED 1914 


WESTERN OFFICE: 
BATE LUMBER CO. 
1215 Public Service Bldg. 
PORTLAND, OREGON 


Phone, Capital 1661 
Teletype, Portland 255 


EASTERN OFFICE: 
30 Church St., 
NEW YORK 8, N. Y. 
Phone WOrth 4-6363 
Teletype, N. Y. 1-1098 


Members: 


S.P.1.B. W.C.L.A. 


W.P.A. 





Specializing in: e 


@ K. D. PONDEROSA PINE 


Yard Items—Paneling—Shop 
... from BETTER MILLS 





@ K. D. FIR & LARCH DIMENSION 


2x3 to 2x12—Lengths up to 18 ft. 


@ GREEN DOUGLAS FIR 
2x3 to 4x12—Lengths up to 28 ft. 


@ K. D. SOUTHERN YELLOW PINE 
Yard Items—Flooring—Stepping—Boards 











TRANSIT CARS ... . MILL SHIPMENTS 





Distributing Yards: 
BROOKLYN @ PHILADELPHIA @ NEWARK & ENGLEWOOD, N. J. @ W. PITTSTON, PA. 














Geasoni Ghedlenge =) 


from your dependable source of 


BAND-SAWN 
SOUTHERN HARDWOODS 
CYPRESS °¢ PINE 
AND OAK FLOORING 





WOODARD WALKER BOWEN, INC. 


Shreveport 94, La. 









W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


, 






Dixie Brand Oak Flooring — Oak Dimension Stair 
Oak Trim and Moulding 


Treads 
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alike. This new process is sai! to § hi: 
effectively improve the raw lin eed § Di 
oil in a number of aspects. Re: ults— an 
are listed as more rapid blen \ing § |o\ 
with paint pigments, speedier nix-§ |b. 
ing, and better pigment dispe sionf in; 
qualities than with old, reg lar-— ky 
type linseed oils. Lighter in <olor— on 
than many linseed oils, the aewf av 
Dymerized product doesn’t sta 1 orf lig 
discolor paints as do darker oils — “T 
Less mixing time results from thef lov 
refining process which appar: atlyf to! 
makes the oil “wet” pigm.nts— sul 
quicker, more uniformly. VV rite— mo 
Cargili, Inc., Dept. AL, Linsee: Ojlf els 
Division, 200 Grain Exchengef ing 
Minneapolis 15, Minn. Wr 


"Pro" Broiler for Amateurs 


You don’t have to be a profes 
sional cook to enjoy working 0! 
this “Broil-O-Kart,” but if you are, 
the manufacturer is certain youl 
find everything about it to you 
liking. It’s portable and especially 
designed for use in the back yard 
patio or terrace. Top and cover aly 
rustless Armco stainless stecl, all 
the cabinet is available in eithe 
bright stainless steel or paint 
plain steel. Folding shelves on tl 
sides provide extra work spat 
This unit comes in 2-wheel or 
wheel models, and is sturdy, eas 
to manage and weather-resistal 


Other types of barbecue units i% 


cluding built-in models ar: al 
available. Write Jeff Lawr. Ir 
Works, Dept. AL, Fort Wort :, Te 


New GMC Truck Models 


The trend toward lighter } 
more powerful trucks for h ghvé 
and off-highway haulers wé 
sharply forward with the anrount 
ment of new GMC mediun 4 
heavy duty truck models py ! 
GMC Truck & Coach D vis! 
Introduction of four new G? 
Diesel models and many imorti 
developments for greater oy °ratl! 
economy and driver comf rt 4 
highlights of the 1952 GIC ! 
and up series models. Tree | 
the new GMC Diesels ave § 
wheelers to meet the grov ng! 
mand for this type of unit 
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to’ hi: ,»way haulers, while the fourth 
eedf Di ‘el model is introduced _ to 
ilts# an ver the need for lightweight, 
ingf lov cost Diesel power in the 21,000 
iix-f |b. +.V.W.-45,000 lb. G.C.W. truck- 
sion? ing field.. Vice-president R. M. 
lar-f Ky s said that weight reduction in 
jlorf on: of the new GMC model series 
rewh ave ages as much as 865 pounds 
Lorf lig er than the former models. 
ils “T Ss means extra payload and 
theh low vr ton-mile costs for the opera- 
itlye tor. Kyes said. “GMC has made 
ntse sub tantial weight reductions in 
rite mo» medium and heavy duty mod- 
OE els vhile at the same time increas- 
igef ing G.V.W. and G.C.W. ratings.” 
P Wr ie GMC Truck & Coach Divi- 
gio: —AL, General Motors Cor- 
porstion, Pontiac 11, Mich. 
Y ae he Ire 
ay RF , Rent AMERICAN Machines! American 
ay ‘ “A, Hi Sanders for body of floor; American 
¢ Edgers for borders, stairs, closets and 
ae small halls; American Maintenance Ma- 
- chines for disc sanding and polishing. 
Use new improved AMERICAN 
yrofes Abrasive Papers! American 
Black Demon and American 
ng « Combination high quality papers 
nu att, are scientifically improved to give 
you longer life and faster cutting. 
y youl 7 
ecuall Nev’ Manual on Linseed Oil 
‘ yatih Sjencer Kellogg and Sons, Inc., Use AMERICAN Floor Finishes! Ameri 
me has. repared - illustrated manual can Finishes are finest quality—cor- 
cl, a™@ on | inseed Oil for paints and oil plete line for all floors—seals, finishes, 
eithe™ sale: men and others handling this ennes tatiana. 
painted imp ‘tant commodity as a paint 
mn tl mat: ial. In addition to explaining 
spac® the ianufacturing processes from | You'll make more money in sander rents an American Edger and Ameri- 
ofp the \axseed to the packaged oil, | rentals—and gain customer good- can Maintenance Machine, if needed 
be the ianual offers much of prac- | will—if it’s an All-American job ... and gets a supply of American 
site| : om — to = Rage Anagll = from start to finish! Abrasive Papers and American 
rs als aad ee ee Finishes! This All-American team 
ssional painters and the . . 
+’ Infffarn r or householder. Using’ the Be sure that every customer who can’t be beat for top-quality long- 
t 1, TR “que tion and answer” method, the | takes out an American Sander for lasting results on all floors—and 
text lemonstrates the function of | over-night or week-end use also profits for you! 
linse d as a “drying oil,” explains 
> gove nment standards of quality, 
tor bi and adicates how quality painting M & a Cc A al 
) ghwi Tesu's are to be obtained. The . 
wi Use nd value of “Boiled Oil’ in 
4 po outs le painting are made clear to FLOOR MACHINES © PORTABLE TOOLS comm mam wom wom mee oe ee oe oe os 
un athe |.yman. A chapter deals with \ . , . 
y tithe merchandising considerations : Len ange age tp Suu t — Co. 
> visi Of pickaged oil and the benefits [] Send 12-page free booklet showing how to make money 
w Gi—it ofcrs both to the distributing Bin the floor sander rental business. 
y port trades; and the painter. There is yds HB (Send latest catalog on the following, without obligation: 
yoratif™ also valuable discussion of paint- @ [] Floor Sanders ([]Floor Edgers [Floor Finishes 
¢ rt amg troubles and how they are to ya [_] Floor Maintenance Machine _[(] Abrasive Papers 
1°C Abe avoided and a list of protective D  Pialiisvnisissceiioranadnaescnimeaaaaaiel dia 
ree @°Oatiig uses of linseed oil apart 
: ‘e fi from paint. For copies write Spen- i Street. cccccccccccccecccccccccscccce eovccce ccccccce eoeee 
x ng @ er Kellogg and Sons, Dept. AL, 98 § CH. ccvcccccccervesccccesccsoccvess S060 00 cccveccecece 
nit @ Delaware Ave., Buffalo 5, N. Y. 
R MAN P Bun. (NG Propucts MERCHANDISER 




















Sells On Sight! 
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READYBUILT FIREPLACE 


(Reg. U. S. Pat. Off.) 


Hundreds of dealers coast to coast 
find the beauty, warmth and cheer of 
a READYBUILT Fireplace on display 
wins customers—and results in quick, 
sure sales! Large variety of attractive 
brick, stone and wood 
available—to suit any individual taste 
or any style home—for use with gas 
or electricity! Furnished complete, 
ready to be installed. Shipped any- 
where. Write for catalog and dealer's 
propositions. 


The Readybuilt Products Co. 


1709-23 McHenry St. Baltimore-23, Md. 


models in 















( Here's the one that \ 
WON'T SHRINK 


This modern plasti¢e in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER, 



























Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many aa materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, — or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber 


The PLASTIC Repair Material 
in POWDER Form 





5) DONALD 
DURHAM 
COMPANY 
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NAMES IN THE NEWS 





Plant Addition for Washington Steel Products 


Washington 
Steel Products, #® 
Inc., Tacoma, i 
Wash., has an- 
nounced expan- 
sion plans for its 
Tacoma tideflats 
facilities. The 
new reinforced 
concrete building 
will occupy 16,- 
000 square feet 
and has an esti- 
mated value of 
$75,000. The com- 


pany announced 
that this new 
addition will be 
used for small 


parts assembly 
and _ packaging, 
as well as for 
additional manu- 
facturing area. 

Washington Steel Products manu- 
factures the Washington Line of 
Cabinet Hardware, Sliding Door 
Hardware, and Kitchen Cabinet Ac- 
cessories, as well as the “Kitch’n- 
Handy” line of Kitchen Cabinet 


The office of 7 
the historic Quad- 
rangle Building 





of Fourth Army 
Headquarters, Ft. 
Sam Houston, 
San Antonio, 
Tex., has been 
modernized with 
installation of 
more than 40,000 
square feet of 
noncombustible 
Fiberglas ceiling 
board. 

The ceiling 
board provides an 
attractive sus- 
pended ceiling 
which is high in 
thermal and : 
acoustical values, reduces noise and 
saves fuel costs. 

The General Supply Company of 
San Antonio installed the board by 
the Alumi-Coustic system of suspend+ 


Noncombustible Fiberglas Ceiling Board 








Attachments. 

Photo shows C. Morrison Johnson 
(right) president of the firm, and 
Robert A. Jorgensen, the company’s 
industrial designer, talking over some 
of the details of the new building 


ing the board on a grid made ‘rom 
joined aluminum T-shaped extrusions. 
The board rests on the flanges o* the 
T-members. Write Owens - Co ning 
Fiberglas Corp., Toledo 1, Ohio. 





Boston Varnish Becomes 
Kyanize Paints, Inc. 


At a meeting of the stockholders 
of the Boston Varnish Company held 
November 12, it was voted to change 
the name of the corporation to Kya- 
nize Paints, Inc. 

In making the announcement of the 
change, Renshaw Smith, Jr., execu- 
tive vice-president and general man- 
ager, said, “We are making many 
changes these days that have been 
contemplated for a long time and an 
obvious one is this change in name. 
The company originally had a short 
line of specialty varnishes. Today it 
has a full and complete line of paints, 
varnishes and enamels, fulfilling any 


and all paint requirements a vale! 
might have. Originally, the com any 
was local in operation and the ame 
had local significance. Today, w here 
we are operating nationally, aid ™ 
Canada as well, the change in ame 
gives us an added merchandisin: at- 
vantage. We believe we will do nor¢ 
effective advertising when our :oM- 
pany name reflects our product : amé, 
also making it much simpler fo ou! 
customers.” 

The Boston Varnish Compan, was 
incorporated in 1899 by James B. Lord 
and Harry A. Hall, Sr. Today em 
bers of their families still oceup’ key 
posts in the Kyanize manage nent, 
also hold stock control of the com: 
pany. 
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THE DURABLE LIFETIME LUMBER 


NOYO, “Chief of the Redwoods,” is the spirit of helpful service that 
has characterized the Union Lumber organization for over half a 
Century. Put NOYO to work for you on your next order for Redwood. 


INTERIOR: Trim and Paneling, EXTERIOR: Sidings, Finish, 
Moulding, Ceiling Gutters, Log Cabin Siding, 
COMMON GRADES: Boards, Moulding, Shingles, Pickets 


Dimension, Timber INDUSTRIAL USES: For tanks, 


SHOP LUMBER: All thicknesses pipe, cooling towers, greenhouses 


write or phone nearest office 


UNION LUMBER COMPANY 
























Manufacturers 
No Y OQ) R = DwoobDi 620 Market Street, San Francisco 
NEW YORK CHICAGO LOS ANGELES 





2735 Grand Cent. Term. 228N. LaSalle St. 117 W. 9th Street 






















Mills at Fort Bragg, California 


® WH | \nn 
DEPENDABLE QUALITY*FRIENDLY SERVICE* UNIFORM GRADES 








Majestic 
INDOOR INCINERATOR 


disposes of all burnable home refuse 


A profitable seller 
—— the year ’round 
Inexpensive windows 


make an excellent sell- Every housewife is quick to 
peer cos ing point when they’re see that this handy appliance 
nstalled faster hung with Pullman Sash saves steps, time, and trouble. 



































: Balances. Weathertight, The Majestic Incinerator gets : 
for better styling noiseless, trouble-free op- rid of wastebasket trash plus No. 2 4 
eration. Alert —." wet gg ae burn- Economy 
Ts now specifying them for ing it all indoors. Waste it- 
% Sy Witt homes, schools, hospitals self serves as fuel. Unique Model 
\ Up —all kinds of commercial downdraft does the trick! 
\ Ll and industrial buildings. Dries the refuse and hastens 
\ Y The Pullman method per- complete burning. Guaran- 
and i \k ™ mits quick installation (10 teed. Taps to —_ flue in 
. ont \S to 15 minutes per window), a wend Mi ~~ 
in; ad- \ TYPICAL uniform mortise size— Wri, aa vo we 
eae “ny R wide scope in window de- _ st 
ou : FALSE HEADE ‘ : ; ii 
 oom- NS LAYOUT sign, maximum light area. The Majestic Co. 
- » ame, MW Write today for full specs: 303-A Erie St. 
3 Manufacturi i , Ind. 
por AFETIME GUARANTEE — ong Hollenbeck St- Huntington, Ind | 
n wi |p saManhennineetmieasmen Rochester 5, N. Y. TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 
B Lord | the ouilding in which they're installed. nf [FS 
y 1em- “ => — 
1p key - . 
re nent, E 
oo : atte lalances 
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Paper Bags Replace 
Wrapping Operation 


Wood Conversion’s former method 
of hand-w:iapping its rolled batts of 
insulation at Cloquet, Minn., required 
15 men on each of three shifts, and 
the flow of material had to be geared 
to the speed of the wrappers. It was 
distasteful work, and labor turnover 
in the wrapping department was high. 
With the introduction of large printed 
naver bags, developed by Bemis Bro. 
Bag Co., and simple machinery to par- 
tially compress the batts and insert 
them into the bags, the labor force re- 
quired for packaging was reduced to 
nine men, and the flow of material 


could continue without interruption. 

The flat rectangular package is 
easily handled and stored. It takes so 
much less space than the old hand- 
wrapped packages that freight sav- 
ings are expected to be about 18%, 
and comparable savings are made in 
storage and warehouse space. The use 
of bags for packaging other Wocd 
Conversion Company products is now 
being studied by that company and 
by Bemis. 


How to Get the Most Out 
of Every Day 

The Bureau of Business Practice, 
a division of the National Foremen’s 
Institute, Inc., publishers in the field 
of Industrial relations, has announced 
the publication of a new booklet for 
employes and supervisors in industry. 
The booklet is How to Get the Most 
Out of Every Day and is an abridge- 
ment of a chapter from the book The 
New Way to Relax by Karin Roon, 
published by Greystone Publishers, 
New York. 

How to Get the Most Out of Every 
Day gives the answers to the prob- 
lems of organizing an individual’s ac- 
tivities for the highest degree of effi- 
ciency and the least amount of tension. 
It outlines eight tested ways, based 
on modern psychosomaties, that an 
employe can apply to the organization 
of his daily activities. Karin Roon has 
made studies of the special problems 
of persons engaged in a wide variety 
of trades, professions and arts. 

How to Get the Most Out of Every 
Day is 21 pages and is priced at 20 


cents a copy with special prices »5r 
quantity orders. Write National Fo e- 
men’s Institute, 100 Garfield A 
New London, Conn. 





10 Millionth Gallon 


Catherine Spiller, representing 


Sherwin-Williams’ Super Kem-Tone 
production employes in Chicago, cuts 
a piece of “birthday” cake for Dr. 
N. E. Van Stone, company vice-pres- 
ident and executive general manager 
of special products. The action took 
place at the employe-sponsored party 
marking the filling of the 10 millionth 
gallon of Super Kem-Tone at Chicago. 
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finishes. 


Hardwood Flooring 


Lifetime, Tidewater 
RED CYPRESS 


As enduring as Christmas! Louisiana Cypress’ Tide- 
water Red Cypress lasts a lifetime, is ideal for use 
wherever durability is a factor. Unsurpassed for sid- 
ing, exterior millwork, etc., there’s nothing better 
either for greenhouses, textile mills, tanks, vats—all 
industrial uses demanding ruggedness. 
turally strong, has a rich, attractive appearance that 
is striking for paneling and trim, and will take all 


STRAIGHT OR MIXED CARS with 
End-Matched Pine Flooring 


Consult us now and throughout the year on your requirements! 


It’s struc- 


Cypress, Pine and Hardwood 
Mouldings a Specialty 











C>e> LOUISIANA CYPRESS LUMBER CO. Inc. Gime 
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Ponchatoula, Louisiana 


The Wood (terre : 


December 15, 1952, AMERICAN LUMBERMA® © 

















ting 
Tone 


Dr. 
res- 
ager 
took 
arty 
onth 
ago. 




















Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


Straight or Mixed Cars 


® Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 








J. NEILS LUMBER 
COMPANY 


Since 1895 


Manufacturers of Highest Quality 
Forest Products 


IDAHO WHITE PINE 
PONDEROSA PINE + DOUGLAS FIR 
LARCH ¢ ENGELMANN SPRUCE 


MILLS: Libby and Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 
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PROFIT 


FROM 
ROLLING DOOR 
HARDWARE, WITH 


AND THE NATION’S 
NO. 1 SELLING AID! 








The No. 600 
Demonstrator 

ls A Complete 
Department 

That Displays, 
Stocks, And Sells 
Residential 
Rolling Door 
Hardware 


FOR FURTHER INFORMATION, SEE 
YOUR JOBBER OR WRITE TO: 


WASHINGTON STEEL PRODUCTS, INC. 


1940 East 11th Street, Tacoma 2, Washington 
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E. V. Pomeroy L. C. Booth 


Booth Succeeds Pomeroy in 


Charge of P. & F. Corbin Sales 


Evan J. Parker, president of The 
American Hardware Corporation, New 
Britain, Conn., announced the retire- 
ment, due to ill health, of Earle V. 
Pomeroy from his position of vice- 
president in charge of P. & F. Corbin 
sales. Mr. Parker stated, “It is with 
great regret that I have accepted Mr. 
Pomeroy’s resignation after 29 years 
in service of the company. Since join- 
ing the corporation in 1923, Mr. Pom- 
eroy has exhibited unstinting loyalty 
to the corporation in his capacity as 
export sales manager and as vice- 
president, which position he assumed 
in January, 1949.” 

Mr. Parker also announced that ata 
special executive committee meeting 
of the board of directors, L. Curtis 
Booth was appointed vice-president in 
charge of P. & F. Corbin Sales to suc- 
ceed Mr. Pomeroy. 

At the announcement made at the 


corporation’s executive offices in New 
Britain, Mr. Parker stated, “It is with 
great pleasure that I can announce 
that Mr. Booth shall succeed to this 
position in view of his very existence 
knowledge of the hardware industry 
and his wide acquaintanceship in the 
hardware trade. Mr. Booth has served 
with the corporation since his gradua- 
tion from Yale Scientific School in 
1928. From his beginning as a sales 
trainee he has advanced from one im- 
portant position in the sales organi- 
zation to another, occupying posts in 
the contract sales department, special 
and marine hardware sales, reaching 
the position of assistant sales man- 
ager in 1947 and, finally, in 1951 as- 
suming the post of general sales man- 
ager of the corporation’s products 
marketed under the Russwin name. 
Geddes Parsons, who has served the 
corporation for 10 years, will continue 
in his capacity as general sales man- 
ager of the P. & F. Corbin Division. 


Prominent Lumbermen Meet 


Nationally known lumbermen are 
these Advisory Committee members of 
the Lumbermen’s Underwriting Alli- 
ance. The above group was _ photo- 
graphed at the U. S. Epperson Under- 
writing Company home offices in Kan- 
sas City. J. E. Challinor, executive 
vice-president, reported on the com- 
pany’s remarkable financial record at 
the regular semi-annual meeting. At- 
tending were: (left to right: front 
row): Aytch P. Woodson, Rib Lake 
Lumber Co., Wausau, Wis.; J. M. 
White, Long-Bell Lumber Co., Kansas 
City; F. H. Dierks, Dierks Lumber 





and Coal Co., Kansas City; W. B, 
Harris, The Williams & McKeit! an 
Lumber Co., Lynchburg, Va.; N. F, 
McGowin, W. T. Smith Lumber C: »- 
pany, Chapman, Ala.; (second rc vy) 
R. B. White, Exchange Sawmills Sz es 
Co., Kansas City; M. L. Fleishel, 5t, 
Joe Lumber & Export Co., Port 3t. 
Joe, Fla. Committee members abs. nt 
were: P. V. Eames, Shevlin-McCl: ud 
Lumber Co., Minneapolis; E. L. Ku: «h, 
Angelina County Lumber Co., Kelis, 
Tex.; and W. S. Johnson, Ameri: an t 
Forest Products Corp., San Francis :o, 


D. C. Salley to Manage 
Snellstrom Lumber Company 


The Snellstrom 
Lumber Company, 
manufacturers of 
West Coast for- 
est products, Eu- 
gene, through its 
president, Charles 
Snellstrom, has 
announced ap- 
pointment of D. 
C. Salley as man- 
ager of the com- 
pany. Mr. Salley 
has had executive experience with 
various West Coast plywood and lum- 
ber producing companies: the Peier- 
man Manufacturing Co., Tacoma, 
Wash.; Northwest Door Co., Inc., Ta- 
coma, Wash.; Harbor Plywood Cor- 
poration; and the Wheeler-Osgood 
Company. 

Snellstrom Lumber Co. has a new 








D. C. Salley 





‘ 


be 








Trade Mark 








PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





CALIFORNIA 





HILL-BEHAN 


LUMBER CO. 


5601 Elston Ave. 


CHICAGO 30, ILL. 
ROdney 3-4160 
Teletype CG-1464 


Distributing Yards 


ST. LOUIS 14, 
DElmar 1111 


6515 Page St. 





DIRECT 


MO. 


in 


Chicago and St. Louis =? 
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quality workmanship. 
Each J.M.J. cutter is ex- 
pertly and exactingly 
designed for the types 
of tile designated. 

















BLADE RESHARPEN- 
ING SERVICE 





DEALER RENTAL 
PROGRAM 
AVAILABLE 








MODEL MPT-3 
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The Door Beautiful — Sells on Sight 
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SCREEN AND 
STORM DOOR 
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““Raw- 
leigh”? — one of 
seven lovely pat- 
terns. 


Goes beyond utility — it adds ready to paint. 

dignity and beauty to any home. Use in series for a distinctive, 
Precision made. Can’‘t sag. Glass ractical porch enclosure — com- 
storm or screen panel is snugly Sees high visibility with great- 
mounted in separate frame on est privacy. Or recommend for 
inside of door. Grill protects breezeways. Available in seven 
screen and glass. Kiln dried, lovely patterns protected by 
dimensionally stable wood — patent and copyright. 


Boost your sales with Custom Combination. 
Write today for folders and price list. 


CUSTOM DOOR CO. 


1723 N. Lake St. Rd., AURORA, ILL. 


























For All Your Future 


LUMBER NEEDS — 
LIGHTSEY QUALITY 


Me nbers: 
Band Sawn 
North Carolina Pine 
Southern Hardwoods 


‘3 


é 5 Cypress 
‘x End-Matched 


PINE — OAK — MAPLE — GUM 
FLOORING 


Send your inquiries and orders to 
Lightsey Brothers 


Modern Moore Kilns 
Planing Mill Faclilities 
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oe... SOUTH CAROLINA 


Se ONE OF THE OUTSTANDING 








OPERATIONS OF THE SOUTH 


1 SINAN 
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HOLT HARDWOOD (CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


* 
GRADED SAWDUST 
, | 
High Grade Northern Hardwoods 
* 


Custom Kiln Drying 
‘ 


Members: M. -. M. A. W. HLA 


OCONnTO, WISCONSIN 


WN. H. & H. M.A. 








OLLIE SD — 


OMI EE GREE LIPO ONE GE 








plywood plant under construction which 
is now nearing completion. The new 
plant will probably begin operations 
next January. It will be a dry end, 
lay up plant with a capacity of three 
million feet of exterior grade plywood. 
Green veneer will be purchased on the 
open market. 


Celotex Opens Branch 
Office in Cincinnati 


Newest of the 
Celotex Corpora- 
tion’s nationwide 
branch sales of- 
fices was opened 
December 1 at 
Cincinnati, Ohio. 
Headed by W. N. 
‘“‘Nick’”? Camp, 
formerly assist- 
ant manager of 
the company’s St. 
Louis. Mo. branch. 
this office is located at 36 E. Fourth St. 


Mr. Camp, a 13-year veteran of the 
Celotex sales force, joined the firm 
in 19389 as a representative with the 
St. Louis branch. His territory for 
the next few years included southern 
Illinois, southern Indiana and western 
Kentucky. He entered the Army Air 
Forces in 1944. After serving two 
years in the European theater, Mr. 
Camp rejoined the St. Louis branch 
and sold Celotex products in south- 
west Kansas and Oklahoma. In 1948 
he transferred to the St. Louis and 


- 
southern Illinois area, and in 1949 he 
became roofing and siding supervisor. 
He was named assistant branch man- 
ager in 1950. 


Ruberoid Employes Observe 
Company's 66th Anniversary 


Employes in all plants and offices 
of The Ruberoid Co. throughout the 
country observed the company’s 66th 
anniversary on October 20 by paying 
special tribute to a group known as 
the “Twent-Fivers,” composed of 391 
employes having continuous service 
records of 25 years or more. 

At the company’s main offices in 
New York the occasion was marked 
by a luncheon given by Herbert 
Abraham, president, for 12 members 
of the ‘“Twenty-Fiver” group who are 
located there. Among the guests were 
three men who became “Twenty- 
Fivers” during the past year—Fred- 
erick E. Byrnes, vice-president in 
charge of industrial relations; E. J. 
O’Leary, vice-president and general 
sales manager, and Harry E. King, 
manager of industrial and asbestos 
fiber sales. Similar gatherings, ar- 
ranged by division managers, were 
held at all Ruberoid plant and office 
locations. 

In connection with the anniversary 
observance, an illustrated folder, en- 
titled “Building Better For Amer- 
ica,” was distributed to all employes. 
Among other features the folder pre- 
sents the highlights of the company’s 
history since 1886, when it was first 


established in a small plant at S vuth 
Bound Brook, N. J., with a total work. 
ing force of only 18 men. Today the 
Ruberoid manufacturing system . om. 
prises 15 modern plants locate: jp 
different parts of the country and 
employing approximately 5,000 der. 
sons in the manufacture of as; halt 
and asbestos building and insul: ‘ing f 
materials. 


New Officers of California 


Redwood Association 


The new president of the Calife ‘nia 
Redwood Association, San Franc sco,f 
is Earl Birmingham, president of the> 
Hammond Lumber Company. The ° ice-f 
president for the coming year is tus. 
sell H. Ells, president of the W llits 
Redwood Products Company. §Ser-— 
man A. Bishop was re-elected ex 2cu- 
tive vice-president and Selwyr J. 
Sharp was again elected secretary- 
treasurer. 

The new board .of directors ani 
their alternates are Earl B. Birming- 
ham, alternate H. E. Bailey, of Han- 
mond Lumber Company; Russel. Hf 
Ellis, alternate J. H. Robinson, Willits 
Redwood Products Company; F. JV. 
Holmes, alternate C. W. Fender, Jr. — 
Holmes Eureka Lumber Company; F. 
C. Kilpatrick, alternate Robert L. Turf 
ner, Rockport Redwood Company; Af 
S. Murphy, alternate Kenneth Smith, 
The Pacific Lumber Company. 4 

The new directors and alternates 
were elected at the annual meeting off 
the California Redwood Associations = 
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HANDEE 
SASH 


TIME, MONEY, TROUBLE 


Sell for on-the-job installation in pre-fab window's 
—or use in your own stock frames! 


HANDEE SASH BALANCE is a better, 18 ga. 
metal balance that assures you greater ease of in- 
stallation, more profits from reduced 
Simple to install — in your shop or on the job — 
it saves time and work and will perform efficiently 


labor costs. 


Economical, sturdy and silent, HANDEE SASH 
BALANCE provides fingertip control 
Hung Windows of all sizes, wood or metal. Avail- 
able for either side or overhead installation at prices 
that save in your own production . . 


for Double 


. or give pleas- 


Write for factory-to-you price list. 
Send for glass framed weight chart. 


Associated Metal Products Co. 


Greenville, Michigan 


with 


eliminated. 


damp cloth. 


Coumak 


ERMAK plastic wall tiles put new beauty in an 
room. Ideal for remodeling your kitchen, bath 
room or playroom, their sparkling beauty stay 
lustrous . . . resists grease, dirt or moisture. Wid 
selection of rich plain or marbelized colors meet 
any decorative scheme. 


ECONOMICAL: The beauty of low cost Cermak tiles is permanen 
They will not chip, peel or craze. Periodic redecorating i 


EASY INSTALLATION: Light in weight, they can be installed ove 
any sound, smooth, clean, dry surface. Installation is so easy yo 
can do it yourself. 


EASY TO CLEAN: With Cermak walls you never have to wor: 
about fingerprints, splatters or stains; just wipe clean with 


It will pay you to become a Cermak Dealer, 
write or call today! 
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CERMAK TILE COMPANY, 


4901 Brookpork Road Cleveland 29 
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GIVE CONDENSATION 
THE AIR with | 
“MIDGET LOUVERS” 


\ 


Efficient sidewall venti- 
lation for new or old 
structures! Helps prevent 
condensation and moisture 
blistering. Easy to install. 
2 styles—for indoor or 
outdoor use—both with 
built-in insect screens. All- 
aluminum. 5 sizes—1” to 4”. 





Use on sidewalls, flat roofs, 
eaves and soffits, gables, 
unexcavated areas, finished 
basement walls, cupboards, closets, storm sash, 
etc. Write for information. 


MIDGET LOUVER CO. 


6-8 WALL STREET © NORWALK, CONN, 









UNIFORM 
HIGH QUALITY 












«+. assures day-in, day-out dependability 
of “Greenlee 22" Solid-Center Auger Bits 


You can always depend on a ‘‘GrEENLEE22”’. 
For each of these fine Solid-Center Auger 
Bits is given special care by craftsmen 
through every step of manufacture. 
Each is Induction Heat-Treated so it gph 
takes and 4olds uniformly sharp cut- 
ting edges. And each is Plastic- ] J 
Sealed with a heavy protective coat- omy r| 
ing to make sure it reaches you 7, 

me p 





and the user ‘‘factory perfect’’. lay 


Stocked by leading wholesalers. a r 
id I 


FREE HAND TOOL QUICK REFERENCE FILE 
Facts on the complete line of GREENLEE hand tools: 
Auger Bits, Chisels, Gouges, Spiral Screw Drivers and many more. 
Write Greenlee Tool Co., 2272 Twelfth St., Rockford, Ill. 
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TWIN HARBORS LUMBER COMPA 


Aberdeen, Washington 


Manufacturers and Distributors of all 


7] WEST COAST WOODS AND SHINGLES 
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annular-threaded 
linoleum underlay 
drive Screws 
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To make your linoleum underlays hold 
tightly and lie flat permanently, secure 
them with Hassall annular-threaded 
linoleum underlay drive screws. They 
are cement-coated for maximum grip- 
ping power. Heads are flat countersunk 
type. Size: 1%” x #3 gauge. State 
quantity when writing for prices to: 


JOHN HASSALL, INC. Hf 


152 Clay Street E 
Brooklyn 22, N. Y. B 
Established 1850 
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At your age ! 


If you are over 21 (or under 
101) it’s none too soon for you 
to follow the example of our 
hero, Ed Parmalee (above) 
and face the life-saving facts 
about cancer, as presented in 
our new film “Man Alive!”. 

You and Ed will learn that 
cancer, like serious engine 
trouble, usually gives you a 
warning and can usually be 
cured if treated early. 

For information on where 
you can see this film, call us 
or write to “Cancer” in care of 
your local Post Office. 


American Cancer Society 
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stockholders, and this new board has 
chosen the new officers to serve for the 
coming year. 


Huge Aluminum Sheet Mill 
Operations Described 


“Welcome to the McCook Plant” is 
the title of a new 24-page, 6 x 9-inch 
booklet just published by Reynolds 
Metals Company. Over 70 illustra- 
tions and explanatory captions de- 
scribe equipment and operations at 
the company’s huge aluminum sheet 
mill occupying 287 acres at McCook, 
Ill., a suburb of Chicago. 

After a brief introduction, with an 
air view of the plant, the booklet pre- 
sents a series of sketches which depict 
the various operations involved in 
producing sheet from aluminum in- 
got. 

Then a two-page spread carries a 
floor plan of the 55 acres of floor 
space under roof and keys in the 20 
basic operations and where they take 
place in the plant. A tour is also 
outlined on the map. 

The next 12 pages are devoted to 
presenting 32 pictures with detailed 
descriptive captions showing’ the 
equipment and operations that a vis- 
itor would see in following the tour 
outlined. The 20 key operations pre- 
viously shown on the map are each 
described and illustrated in these 
pages. 

Then two pages show pictorially 
some 21 different aluminum end prod- 
ucts made from sheet produced at 
McCook, running all the way from 
railroad box cars to letter files, from 
truck trailers to gutters and down- 
spouts. The booklet “Welcome to Mc- 
Cook,” will be sent without charge 
upon request to Desk 4552, Reynolds 
Metals Company, 2500 South Third 
St., Louisville 1, Ky. 


OBITUARIES 


CHARLES RALSTON WHITELY, 
59, partner with his brother Mark in 
the Whitely Sash and Door Company, 
Tenth and Arbutus, Vancouver, B. C., 
died recently. The brothers formerly 
operated the Ideal Sash and Door 
Company and changed the name in 
1926 when they moved to their pres- 
ent plant. ; 


HARRY B. LEECH, secretary and 
treasurer of the Babcock Lumber 
Company, Pittsburgh, died November 
22. Mr. Leach had been associated 
with the firm and its affiliated com- 
panies since June 1910. 


JAMES F. GOODMAN, brother of 
R. B. Goodman, died November 27, 
following a heart attack in Kansas 
City. A decade ago James Goodman 
lived in Marinette, Wis. where he was 
associated in executive work for the 
Goodman companies. Mr. Goodman 
had long been active in the manage- 
ment of the extensive Dickason- 
Goodman retail lumber yard interests 
in the south. He served on the board 
of directors of the Northern Hem- 
lock and Hardwood Manufacturers 
Association from 1936 to 1941. The 
membership of those years will recall 
his constructive reports in committee 
work on trade development, problems 
in transportation related especially to 
developments in the trucking of lum- 
ber and his addresses on economic 
conditions, 
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HOW TO SELL AND APPLY 
WOOD PANELING 
(continued from page 73) 





the 8’ standard length. 
In selling, stress the simpl zity 
of finish. With the choice of w: ods 


today available there is little -eaf 


son for staining or bleaching and 
the natural finish brings out the 
character and graining of the v ood 
to the greatest degree. Some f ice. 
nailing should always be doi.e— 
not in a straight line, but s agf 
gered. If the sawdust is save | inf 
two little boxes, one for the lig iter 
shade and one for the darker and 
then mixed with a little glue and 
the countersunk nail head coverei 
—use a tooth-pick—it is rarely 
discernible. 
One thing I have learned in sell. 
ing paneling is that the dealer raust 
have at least one carpenter avail: 
able who has been well trained in 
the installation of fine paneling 
Do not hesitate to recommend thi 
man to your customers. 
It is very discouraging after yol 
have spent time on selling a fin 











ar 








job of paneling to have it installed 
by some wood-butcher and finished 
by some careless painter with thé 
result that the sale instead of bein; 
a tremendous __ business - builde 
backfires and you have a dissatis 
fied customer. 












MORTGAGE MONEY AMPLE TO 
MEET 1953 CONSTRUCTION 
NEEDS 


(continued from page 61) 








substantially in 1952, largely be 
cause of military construction, it 
cluding the new and very expeasiv 
atomic energy projects. This mé 
decline somewhat next year. bi 
the $1.5 billion of bond issues 4 
proved for state and local co 
struction on Nov. 4 (chiefl:’ fi 
schools and roads) should mo 
than offset any decline in this are 
The astute large builder will, ‘ 
course, pay particular attent on! 
the marriage-birth rate f: ctd 
previously alluded to, for nc thi 
is more certain than that povij 
ing adequate school facilitics { 
the millions of American jul 
sters who will come of scho:l 4 
in the next few years poses 3 té 
rific problem. They will, as «: m4 
ter of course, be met. 


The Overall Picture 


In summary, residentia’ © 
struction in terms of housing st@ 
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r eady Lumber & Plywood Co. 


2115 North 34th St. — Evergreen 2400 — Seattle 3, Wash. 
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TROWELS 
FLOATS, DARBIES 
CEMENT TOOLS, HAWKS 


eling 

1 the CARPENTER SQUARES SeyyRaeeeyr 
AMERICA’S FIRST FOR THE FARMER 

with FOR THE HOUSEHOLDER 


CRAFTSMEN ssa "te 
Quality with Economy” 
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FOR EVERY USE 
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ch the E OLLS MANUFACTURING CO., OTTUMWA, IOWA — U.S.A. 
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Ho better door at any price! 


SS STYLE KING — the better, all wood, hol- 
—_]]} low-core Flush Door 


| 
= 
1 | | @ Frame and core bonded 

| 

| 

| 

| 

| 

| 


I 


| @ 3 Ply Birch face pan- 
> —_ || with strong holding resin els—smoothly sanded for 
E T0 > ——_II}||| glue. any finish. 


@ 42 bondirg points in @ 3” rails; 144” stiles; 
frame and core of over 2—3”x21” lock biocks; 22 
140 sq. in. core bars; 2 inner styles. 


J Lit ——| || 
= 


@ No warp—no floating @ Guaranteed against de- 
fects. 


1) parts—no shadow line. 

= =F | Distributed by Recognized Wholesalers 
aly bee | Everywhere 

‘ile <=} | 

jon, | 


—— | A better ag = a profits. 
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STYLE KING DOOR CO., Inc. 


Detroit Office: Sales Office and Plant: 
6 GREENFIELD ROAD (27) P. O. Box 71 — MANSFIELD, OHIO 
VErmont 8-7047 Phone 3-1096 


CIRCULAR SAWS 








wi il, 
er REPAIRED 
nc thi W rn out Inserted Tooth Saws retoothed like new 


p ~ to slightly less in diameter. 
y? al Or y genuine Simonds Bits and Shanks used. 


101 8 Over 50 years’ experience 
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+. a J. W. WELLS LUMBER COMPANY 
The original Miner Service icttitey hte a 
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ng sta Write for free Lumber & Log Scale — Dept. A 














Our sincere thanks for the busi- 
ness entrusted to Angelina Hard- 
wood in 1952. Looking ahead to 
a new year, we assure you con- 
tinuance of “the best of service” — 
with prompt truck or rail delivery 
on all your needs. 


Staple Items: 


* K/D Hardwoods (Southern species, 
including Walnut) 

% Oak Stair Treads 

Oak Thresholds 

*% Truck Flooring and Stakes 

% Oak and/or Gum glued-up Panels 

% Squares and Table Legs (glued-up) 

% Sound Framing Stock 

* 

* 


* 











We operate mills at 
Palestine, Tex., cutting 
mostly Hard Elm and 
Oak and at Echo, 
Texas, cutting mostly 
Tupelo Gum and Red 


Cypress. Give us your ‘ : 
inquiries on these We can furnish Machined Hardwood 


Seeks: Dimension through Double-end Tenoner. 


ANGELINA HARDWOOD 


SALES COMPANY 
\.__—~P. ©. BOX 1020, LUFKIN, TEXAS =] 


J. W. WELL 


Sound and Better Dimensions 
Bed Raiis 

% Surveyor Stakes 

* Hardwood Pallets 

*% Semi-Dimension Furniture Stock 











VAN 
SERVICE 





hardwood 
flooring! 


Look at these 
Advantages — 


@ Minimized flooring inventory 

@ 36-hour door-to-door service 

@ Enclosed vans — no damage to flooring 
@ Pool van loads can be arranged 


Flooring inventories need not be a risk. Call on J. W. Wells’ 
Van Service and buy as your needs arise! You'll get Quality 
Appalachian Hardwood Flooring—Oak, Hard Maple or Beech. 
Your van load can include oak treads, risers, thresholds and 
trim. Appalachian hardwood paneling to order. 


Unit packaged flooring also available—in straight cars, or 
mixed cars with Southern Yellow Pine. 


Place your order today with 
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seems likely to total a million units 
or more in 1953, a 5-10% decline 
from 1952. Value of construction 
put in place and floor space of 
contracts awarded should decline 
by much less. There is a sizeable 
backlog of commercial construc- 
tion. 

Analyses of industrial budgets 
indicate fairly firm plans for con- 
tinuation of the enormous emplace- 
ment of funds in new plant and 
equipment—near the same astro- 
nomic levels of 1950-51-52. This, 
together with an easier primary 
metals supply, will probably lead 
to an increase in private nonresi- 
dential construction activity next 
year. Although public nonresiden- 
tial construction on a federal level 
may be expected to decline some- 
what, it should be offset by an in- 
crease on the state and local level. 

Labor will continue both tight 
and yearning for still higher wages. 
Young Americans will continue to 
marry at a merry clip—and want 
homes. The “baby crop” will be 
another bumper one. And the sav- 
ings proclivities of the elders will 
continue to provide the financial 
pool required to see another mil- 
lion units from start to comple- 
tion. 
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FOR INCREASED SALES 
and Assured Customer 


Satisfaction ! 





THERES PROFIT IN LOWER 
GRADES 


(Continued from page 89) 


dealers throughout the country 
have used our “Right Grade” news- 
paper mats, which are free. We 
get tear sheets on some of the ads, 
but not all. Your guess as to the 
amount of money invested by 
dealers in such direct advertising 
is as good as mine. It could be 
$100,000; it could be $200,000 or 
more. 

I’ve just talked with S. L. Allen, 
assistant manager, Lakeside Lum- 
ber Co. in Oswego, Ore. He said, 
“We are careful to tell all our 
customers that they will save money 
if they use No. 3 where it will 
give satisfactory service, as in 
studs or sheathing. 

“We explain where structural 
strength is needed and higher grade 
is called for. People are usually 
willing to use something less ex- 
pensive if they know it will do the 
job and the lending agencies will 
approve it. The important thing is 
that our customers feel we are per- 
forming a service for them and 
watching out for their interests.” 

To me the overall record of 
dealer statin is an impressive one. 
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plus values Vikon provides . . 


ease..of maintenance. 


counter displays, dealer helps. 





: Weauyy- ECONOMY 





More and more dealers are stocking” VIKON METAL TILE 
because more and more cyst6mers are demandirtg the 
- economy of installation— 
durability —wide color selection—permonence—beouly— 


VIKON METAL TILE is nationallys@dvertised, and 


backed by an aggressivé sales promotion campaign... 


AVAILABLE IN 30 FADE-RESISTANT COLORS 
STEEL-ALUMINUM-STAINLESS STEEL 











SP URABILITY 


“ViRON, THLE CORPORATION, WASHINGTON, N. J. 








It seems to indicate that if an :de, 
is sound, plenty of aggressive, 


imaginative retail merchandisers 
can be found to take hold of 
Cordially, 


Robert E. Mahaffey, 
Trade Promotion Direct«r 
West Coast Lumbermen 
Association 


Answers to 
WHAT’S YOUR ANSWER? 
Stop! Read questions on Page 10: 
1—Kyanize Paints Inc. See Names 
in the News, p. 120. 
2—Cribs, barns, machine sheds and 
other farm buildings, plus ruiill- 
work. See story p. 82. ls 
3—New low-cost decorative plyv ood 
panel by the Georgia Pacific “ly. 
wood Co. See ad p. 15. 
4—-Southern Pine. See News Briefs. 
5—K & M shingles. See ad by Keas. 
bey & Matteson, p. 22. 
6—Putting the right grades to the 
right use. See West Coast Lun. 
berman letter, p. 88. 
7—Armstrong’s newly designe 
acoustical tile. See ad p. 30. 
8—Roddis Plywood Corp., makers of 
Roddiscraft. plywood. See ad ». 
69. 
9—75% and 90% respectively. Se 
Washington Report. ; 
10—Brammer Manufacturing (Cof 
Davenport, Ia. See ad p. 108. 
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Please EVERY customer! 


The many optional features of 
our corner cabinets make it 
possible to fill the requirements 
of any customer. 





Check our prices! 
Immediate delivery! 














HARRIS PRODUCTS, 


A postcard will bring details and 
our extra-generous dealer discounts. 


INC. AMHERST, N. H. 
























‘Edward 7. Lia Cae 


December 15, 105 















WESTERN 


SOUTHERN 
FOREST 
PRODUCTS 


DEPENDABLE 
SERVICE 
SINCE 1928 




















WHOLESALE LUMBER 


1791 HOWARD STREET — CHICAGO 26, ILL. § 
TELEPHONES: ROGERS PARK 4-7148 & 4-7149 @ 
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